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“Hoof and Mouth” Disease of Legislators 


. O the business men of the United States real- 
D ize that the grist that comes from 48 legisla- 
tive mills may have many a dangerous law 
therein. Men who have followed the progress of legis- 
lation in the past two years state that there never was 
a more irresponsible period of law making and that 
eternal vigilance is necessary. Measures will be pro- 
posed in 1921 which will give a new shade of blue to 
the Blue Laws of restriction. 

Freak laws in merchandising will appear and will be 
rushed through as the average business man thinks a 
legislative calendar is of interest only to lawmakers. 
There is hardly a state in the Union that has not a 
law on its Statute books regulating public merchandis- 
ing. If your association has a legislative committee, 
just see to it that they function in what promises to 
be the most hectic period of fool lawmaking that the 
United States has ever known. 

One of the osteopath societies held a meeting in 
Boston last week and a Dr. Smith received much pub- 
licity in the daily newspapers from an utterance made 
by him “that it was proposed to institute a bill in the 
Legislature to prohibit the manufacture and sale of 
heels more than 11% inches high.”” The speech also 
had in it a lot of comment about injurious effects upon 
the nervous system, etc. We might like to point out 
to the learned doctor that Dr. Gautiez, before the 
Academy of Sciences in Paris, has upheld the high heel 
as being of some health factor itself. He declares that 
following experiments he has found out that the action 
of standing or walking on the toes is conducive to 
chest breathing as opposed to abdominal breathing. 
Many cases of consumption, he pointed out, have 
their origin in the fact that the upper lungs of the ab- 
dominal breathers become diseased through lack of 


use—a condition from which the wearers of high 
heeled shoes seldom suffer. 

Far be it from us to take sides on the subject of 
heels. There are excellent reasons for the use of both 
types. If legislation is desired on the subject of foot- 
wear, why not a law making it obligatory to wear 
boots on October 15, as slippers and pumps may be 
dangerous to-health in a snowstorm. And then, too, 
an additional clause might be put into this law, mak- 
ing it obligatory to wear low shoes May 15 as a con- 
tinued wearing of boots is restrictive to the blood ves- 
sels after that date. See our files for 1,000 “best 
reasons.” If we must have laws, let’s have them based 
on the fundamentals of common sense and good busi- 
ness. 

We really expect to see the Pure Shoe Law come 
into its active legislative rejuvenation in the sessions 
of most lawmaking bodies. What we would like to 
see is some national action on the “hoof and mouth” 
disease. By this we mean a muzzle on the mouth of 
legislators on the subject of feet. 





Registered in Cents Not Dollars 


(THE advent of unusual business conditions always 
means new and unusual problems to be faced and 
solved. 

Conditions in the shoe industry during the past 
year have been unusual but now there are indications 
that an approximate “‘level of prices’’ has been reached 
for operation in 1921. 

The old-established method of buying a six months’ 
supply of shoes twice yearly has been completely up- 
set by retail merchants. 

When shoe travelers called on the merchants in 
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March, April and May to garner in Fall business, 
orders were not forthcoming in their usual volume. 

Again in September, October and November the 
travelers made their usual trips and again merchants 
declined to place orders for any considerable volume 
of merchandise to be-delivered four to six months 
later. Instead they bought their needs for immediate 
shipment and placed orders for merchandise to be 
shipped thirty to sixty days after the date of the order. 

Unusual conditions faced by the merchants brought 
about this course of buying. 

Among these unusual conditions were extraordinary 
large stocks on the shelves which the merchants knew 
must be liquidated on the basis of replacement value 
and replacement values were below the prices paid for 
the merchandise; the reluctancy on the part of the 
consumers to buy with the same spirit and the same 
alacrity which had heretofore prevailed; the uncer- 
tainty of the market as to prices and the uncertainty 
as to styles and patterns of footwear that would prove 
popular for the Spring selling season. 

Some of these problems and conditions are gradu- 
ally being solved and overcome. 

Retail merchants, by pursuing a hand-to-mouth 
method of buying and sizing, have, as a general rule, 
been able to reduce their stock well down to normal 
and in many stores stocks are now even below the 
average of several years back. 

Prices at retail have been reduced to a point where 
they no longer stagger the consuming public as was 
the case some months back. 

Shoe manufacturers as a rule are of the opinion that 
prices have been reduced to a point where no big slump 
will occur in the immediate future. There will un- 
doubtedly be readjustments here and there that may 
carry some prices lower than at present, but such re- 
adjustment will be registered in cents rather than in 
dollars per pair. 

At any rate any future change in prices which will 
apply to shoes for early Spring selling will undoubted- 
ly be so slight that it will not compensate for the loss 
of sales entailed by not having seasonable merchan- 
dise ready for the consuming public. 

The public have in no uncertain terms registered a 
demand for dressy, fashionable, artistic footwear. 
Shoe designers and pattern makers have been working 
overtime in order to comply with the public’s demand 
for footwear of taste and beauty. 

Therefore—today the industry stands more nearly 
ready to resume normal business than any other line 
of merchandise in the country—so be prepared. 


The Greatness of George E. Keith 


N Thursday of this week the shoe industry lost a 
great leader—the founder of the George E. 
Keith Company. Not only was he the founder and 
developer of an international business, that was the 
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length and shadow of the man, but he brought out the 
talents of men who came under his friendly eye. 

From the shoe cutter’s bench at the age of ten to 
the ten huge factories employing over five thousand 
men, and building a product sold the world over, was 
the span of his business life. But the bigger part of 
this worthy career was not. in self-interest. We can 
enumerate hundreds of men now successful merchants 
who owe their successes to that spark of interest of this 
kindly man in the work of the young man “at the 
fitting stool.” That is where he found them—and 
invariably the man he picked became enriched. 

Just a little instance to point out what a lovable 
man he was—it was ever his custom to write to “his 
boys,”’ as he called the young men he “discovered,” 
and the letters were invariably in long hand. The 
manager of the Paris store was in receipt of a four- 
page letter in the darkest days of the war and en- 
closed therein was a sprig of balsam as token of sturdy 
courage and as an emblem of the vast armies. on the 
way. Who is there of ‘“‘the boys” who has not re- 
ceived a letter from California or other parts of the 
world with an enclosure of some little flower? Just a 
human touch of the size and scope of the man. Not 
so many years ago he said, ‘““The secret of success now- 
adays for a young man is in staying at home and 
grasping the opportunities in his home section. Let a 
young man save his money and branch out for him- 
self when he feels that he has the rudiments of his 
calling well learned. In trade, competition is life.” 

And, so, an entire industry and hosts of people be- 
sides now honor the memory of one of the great men 
who had so big a part in the greatest period of de- 
velopment of footwear. 





The Careless Cafeteria 


NE of the great things about the ‘Recorder’ 

Creed is the fact, that like scriptures, it can 
always be used as text for an editorial. We in the 
“Recorder” like to use this Creed, as it expresses 
the basic problem upon which depends the progress 
of the entire allied industries relating to shoes and 
leather, their production and distribution. We 
assume that you who have been a careful reader of 


the “Recorder” have memorized it, for there is © 


scarcely a day passes but what we see one or more 
phases of it used in publicity or in correspondence. 
We take as our text “Getting More Shoes Sold 
Right”—IN THE RIGHT FITTING. And we point 
our text at this mushroom development of cafeteria 
shoe fitting. The establishment of self-service shoe 
stores in many parts of the country should be con- 


sidered with a great: deal of caution. The fitting of 


shoes is properly the biggest asset in the possession of 
the shoe merchant. It is the only answer to why shoes 
cannot be purchased by mail or over the counter. 

At best, the fitting of shoes is only about 40 per cent 
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accurate as the element of personal vanity has such 
an important part in the purchase. But, there is great 
progress being achieved in the shoe stores of this 
country in better fitting. Any shoe merchant knows 
that the work at the fitting stool today is 100 per cent 
improved over a year ago. Customers are a too val- 
uable asset to a store to be lost by one pair of ill-fitting 
shoes. Customers, too, are more critical of a shoe’s 
utility and comfort. 

For any system now to be developed encouraging 
people to fit themselves is a crime against intelligent 
merchandising. There can be self-service in neckties 
and almost any other article of apparel, but when it 
comes to shoes, the greater the training and knowledge 
of the fitter, the greater the value of that store to the 
community. 

The cafeteria plan was probably first tried out in 
Boston. It is to be noted today that the stores organ- 
ized under that system of self-service in Boston are no 
longer in existence. The answer is apparent: The 
experiment would not stand the test of time. 

Many an intelligent shoe merchant regrets even the 
bargain basement method of selling. The real mer- 
chant, if he does run a bargain basement, maintains 
an ample and competent ‘staff of shoe fitters to com- 
plete the sales. Jf the self-service idea has within it 
one spark of economy, it should be directed along the 
lines of self-selection of type of footwear and then accu- 
rate fitting by the salesman. The combination of the two 
has extreme merit, but the elimination of the real techni- 
cal service of shoe fitting is a blow at real public service. 

The shoe men of this country have done more than 
merchants in any part of the world in the science of 
shoe fitting. Don’t let the science diminish. Let 
other nations pursue a policy of selling shoes “in two 
sizes’’—‘“‘too short and too long’’—but let America 
build its institution of public service in footwear “‘in 
the right fitting, for the right purpose, to the right 
wearer, for the right price, at the right profit.” 





‘Taxation Program of Congress 


EWS dispatches from Washington, in attempting 

to forecast the probable course of events in the 
Congress which has just re-assembled, hold out little 
hope of definite action before December 15 on the 
proposition, fathered by the textile and leather indus- 
tries, to extend the time of payment on the last install- 
ment of the Federal tax, payable on that date. “The 
matter will be heatedly debated,” wires our corre- 
spondent, ‘‘and some plan may be found which will 
avert the complications which are feared.’’ With the 
President’s message out of the way discussion has also 
revived of the probabilities of revenue, tax and tariff 
legislation but there is no indication of any change 
from the forecast that nothing will be done at the pres- 
ent short session except to pass a supply bill, with a 
bare possibility, as noted above, that some attempt 
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will be made to pass emergency legislation for the 
relief of those business houses which find themselves 
affected by depreciation of inventories and impair- 
ment of borrowing capacity. 

“Tariff hearings,” says our correspondent, “will 
begin directly after the Christmas recess.” It is the 
intention of the Ways and Means committee to hold 
hearings and frame a tariff bill before attempting to 
revise the income tax law. It is generally believed 
that the tariff bill, if enacted, will raise revenue in 
quantity sufficient to justify the repeal of the excess 
profits tax law which, after all, would net the govern- 
ment very little this year. A plan, which thus far has 
met with favor, is to institute a tax on wholesale pur- 
chases, as distinguished from retail assessments. The 
new levy, of course, would be a consumption tax but 
so disguised as to avoid the popular opposition expe- 
rienced with the retail taxes now in force. 





Nature Rules Leather Prices 


HAT nature makes the price of leather is a familiar 

story to shoe buyers, though it is sometimes over- 

looked in the haste of trade. For instance, some 
recent quotations on leather show these variations: 

“Sheep, 10, 12 and 14 cents a foot. 

“India, 30 cents a foot. 

“Calf, 35 and 40 cents a foot.” 

The leathers are represented as all of the same color 
and finish. But there is an extreme variation of 30 
cents a foot between the highest and the lowest price, 
and that variation is primarily due to the fact that 
nature provides one beast with a better pelt than 
another, at least a pelt better for shoes. 





The Foundation of Better Business 


“The transcendant fact is, that in this country 
essential goods have been consumed during 
the past six months to a greater extent than they 
have been manufactured;”’ and “we are lay 
ing the foundation for a business boom.” 

“You can’t tell me that we are going to have 
bad times for many weeks when we have had 
idle spindles for months, and shoe factories work- 
ing half time for many months, when we have 
not been building homes for six years, when rail- 
roads have been worn to bed rock in war time 
and have not been able to reconstruct. You 
can’t tell me this when we have got the biggest 
crops we ever had and everything from flour to 
sugar is coming down as respects wholesale 
prices. There is only one thing needed to right 
the situation and that is lower food prices and 
lower money rates, and both are arriving daily.” 

CLARENCE W. BARRON, 
Editor, Boston News Bureau. 
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“Back to First Principles” 
Is Plea of U. S. Chamber: of Commerce 


Washington, D. C., December 6. 
HE Chamber of Commerce of the United 
7. States, which has been investigating the 
evils attending the growing practice of 
cancellation of orders, the reason therefor, and 
the remedy, has the following report to make on 
the result of its inquiry: 

“An exhaustive study of the practice of can- 
cellation of orders and repudiation of contracts 
in almost every division of business has been 
made by the Fabricated Production Depart- 
ment, as a result of which study it groups opin- 
ions as to possible causes under these three 
heads: 

“First: That the practice is the result of war 
time irregularities and will pass as we return toa 
normal basis. 

“Second: That we are now reaping the re- 
sults of the loose business practices inaugurated 
before the war, when many lines were in a state 
of over production and the measures taken to 
unload this surplus were demoralizing. These 
entertaining this belief feel that the remedy is in 
a general reformation of our system of order tak- 
ing, making each order a contract enforceable 
by law. 

“Third: That we have been drifting away 
from the fundamentals of sound business and the 
‘Golden Rule,’ and that we must return to a 
stronger belief in the rights of others and a higher 
regard for our own integrity if the change is to 
be permanent.” 

Terming the cancellation practice a “serious 
matter,” the bulletin goes on to say that “‘earlier 
in the year when cancellations began to trickle 
in they were almost welcomed by those having 
more orders than production, but as prices began 
to crumble and the tide of refusals to perform 
set in, the seriousness of the situation was mani- 
fest, for it brought with it a curtailment of. pro- 
duction in lines which had not reached the vol- 
ume of normal requirements. 

“The retailer cancelled to the jobber and 
wholesaler and they in turn to the manufacturer, 
and he to those supplying his raw materials— 
a literal ‘passing the buck’ and shirking of re- 
sponsibility regardless of consequences. Sellers 
had encouraged buyers by misleading paternal- 
ism in assuming many of the natural responsi- 


bilities inherent of their customers’ functions as 
merchants—‘We will take care of you’ or ‘you 
may return the goods’ are examples of some of 
the undermining factors when the pinch came. 
Everybody seemed to be doing it and it was by 
no means confined to the weak, but houses of 
more than ordinary standing permitted their 
buyers to get rid of their responsibility. It is 
said ‘big’ buyers coerced sellers by threatening 
to cut off future purchases if contracts were en- 
forced. Last but not least, it is claimed that 
banks favored cancellations as a rapid means of 
house cleaning and bringing business back more 
quickly to a normal state. If the latter conclu- 
sion has any merit the fact should not be lost 
sight of that somebody paid the bill, for between 
May and November the failures both in manu- 
facturing circles and among merchants increased 
rapidly. 


How Problem Is Being Handled 


In suggesting the possible remedy for this evil, 
the bulletin says, “there is a strong feeling that 
this thing must not happen again and to that end 
many trade organizations have met and formed 
committees and bureaus to deal with it. 

“The credit Co-operative and Credit Methods 
Committee of the National Association of Credit 
Men have met twice to consider it, and they sug- 
gest truly there seems to have been a dulling of 
public conscience. Should one who habitually 
repudiates his contracts and orders be given a 
higher credit rating than he who lets his notes 
and drafts go to protest? They also feel that.one 
remedy, and as a safeguard against the unscrupu- 
lous, would be that each line of trade should at 
once examine its contract making and order tak- 
ing methods to bring them strictly within legal 
lines. This is practical and can be immediately 
applied. 

“We feel, however, that perhaps the most 
effective remedy must be the one that will call us 
back to ‘first principles,’ to where we can ‘point 
with pride’ to our house as one that ‘fills its 
orders and keeps its contracts.’ 

“There are many in all lines who have through 
all this upheaval stood steady and right—pre- 
ferring to take loss rather than mar a lifetime 
record of good performance. 











‘Dec. 11, 1920 











Dec. 11, 1920 


BOOT AND SHOE RECORDER 


Assuming a Spirit of Conservative Confidence 


Real Service to 100,000,000 Americans---Plus 
a Hopeful Sign on Labor and a Need§for 


Tax Extension 


Remarks of Mr. Julius Hollander, before the Old Col- 
ony Advertising Club on the Present Business Situation 
and What Might Suggest Itself for the Betterment of the 
Present Distressing Conditions and Operate to Bring 
About This Improvement as Quickly as Possible. 


tion such as we have just gone through for 

fully nine months it certainly does seem to 
me that it is pretty nearly time for men of affairs in 
general to begin to talk in a more 


4 \ FTER a protracted period of severe liquida- 


labor is beginning to take on a saner view of things 
and shows decided signs of at length stopping to chase 
itself around a vicious circle of constantly rising, ris- 
ing, rising wages simultaneously with a constant drop- 
ping, dropping, dropping of efficiency. They seem to 
have been working on the principle which reminds me 
of McGinnis and the section foreman. Says the fore- 
man to McGinnis, ‘That man there is doing twice as 
much work as you are,’ McGinnis answers, ‘Sure and 
I know that and Oi’ve been tarking to him about it for 
the lasht hour but the bloody 
Oitalian won’t shtop.’ . 





hopeful spirit and to realize that 
enormous amounts of merchandise 
have gone into the hands of the 
consumer during this long period 
while production during the same 
period has been reduced to a mini- 
mum, an operation which can not 
possibly continue indefinitely, for 
supplies are bound to become 
shorter, and when a buying move- 
ment does start it is apt to run into 
a market that will be under-sup- 
plied rather than over-supplied. 
If men would only realize this fact 
they would soon change the expres- 
sion of their countenances, and I 
would suggest that now is the time 
to again learn how to smile, which 
they seem to have forgotten, to 
talk cheerfully, and to pass this 
cheerful and hopeful view on to 
their neighbors, and to realize that 
while conditions at present are still 





JULIUS HOLLANDER 


Vice-President Amalgamated Leather 
Company, Inc., of Massachusetts 


Steady Employment at Good 
Wages 


“Now, all right thinking men are 
agreed that when labor is well paid, 
business is good and we, therefore, 
are always only too happy to see 
labor steadily employed and at 
good wages. And we all like to see 
labor well paid not only from a 
commercial standpoint but from a 
moral as well, because high wages 
enable them to live in more whole- 
some home conditions, enabling 
them to give their children the ben- 
efit of our educational institutions 
and making them more valuable 
citizens than if they were brought 
up under more circumspect en- 
vironments. But labor’s efficiency 
must be maintained. and they 
must respond with at least an hon- 








rather distressing, the wants of 
110,000,000 of people in this coun- 
try, and especially 110,000,000 American people who 
want supplies, will not be denied forever, and once 
they begin to again call for merchandise we shall run 
into a protracted period of prosperity. 


Start Something in 1921 


“T do not suggest that people need at once unneces- 
sarily jump into a spirit of extreme optimism, but at 
least they should assume a spirit of conservative con- 
fidence and in this spirit begin to buy moderately, 
which certainly would start things, and it would not 
take long for the ball of success to roll on. 

“Another rather hopeful sign is the fact that at last 


est day’s work for an honest day’s 
pay. This, I believe, is in the 
making right now, as signs are not wanting 
that the condition is distinctly improving, which 
certainly is a very helpful factor as it is bound 
to favorably affect manufacturing costs. I speak 
of labor’s obligation not only from the com- 
mercial standpoint but from a moral one as well. 
Labor owes it to itself that it does return honest work 
for honest pay, and that their contracts stand for sta- 
bility and reliability. 


A Re-arrangement of Tax Laws -: 


“Another feature, and one which would have an 
immediate stimulating effect, is the question of taxes. 
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I have ample confidence in the newly elected Congress 
taking up this matter promptly and rearranging our 
tax laws on a more satisfactory basis than those at 
present existing. But the point I have in mind to- 
night is in reference to the tax payment which be- 
comes due on the 15th of next month, this being im- 
mediately at our door. The Federal Income Tax pay- 
ment becoming due on the 15th of next month entails 
an expenditure of about $640,000,000, and coming at 
this time after heavy losses have been sustained and 
inroads made upon surplus and in many instances on 
capital, is a decided hardship and brings in its wake a 
great danger. I can not help but feel that if this pay- 
ment is insisted upon it will cause the financial embar- 
rassment of a great many concerns who haven’t the 
money on hand with which to pay this tax but who 
will have to take it out of capital, for their bank loans 
being stretched to the limit it will be impossible for 
many concerns to borrow any further and, therefore, 
this payment will have to come out of capital, which, 
to say the least, is a very dangerous proposition, 
whereas, on the other hand, if it were possible, and it 
certainly is possible, that the Congress which assem- 
bles on December 6 will quickly pass an emergency 
bill enabling the postponement of this payment, it is 
clear to see how quickly this would stimulate business 
in general by allowing this vast sum of $640,000,000 
to remain in the hands of the merchants for the reduc- 
tion of their loans and for the prosecution of their busi- 
ness. It would have absolutely the reverse effect were 
the compulsory payment made. With this thought in 
mind I have written to some Congressmen and Sena- 
tors on this subject as follows: 

“* «May I draw your attention to a very 
serious matter concerning the situation in 
one of our greatest Massachusetts indus- 
tries; viz., the shoe and leather industry. 
Undoubtedly you are aware of the present 
distressing conditions existing in this indus- 
try. Reduction of prices that have been ter- 
ribly drastic, particularly in the leather line, 
resulted in severe losses in inventories of 
1919. 

“ “Taxes that have been paid and those 
coming due on December 15th are a tremen- 
dous burden and instead of being taken 
out of profits or income, in the present 
distressing conditions will have to be taken 
out of capital assets, which is most dangerous 
and trying to say the least. 

“ *T am bringing this point to your notice 
in the hope and belief that you will exercise 
your talents and power to influence early 
legislation to remedy this condition and have 
Congress grant some relief so that these 
taxes, which are due on the 15th of Decem- 
ber, will not have to be paid then. 

“ ‘The profits reported for 1919, 6n which 
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part taxes have been already paid, are in 
reality only paper profits, which on account 
of the above mentioned conditions have long 
since disappeared, and that is why any fur- 
ther payment of taxes would have to come 
out of capital. 

“ ‘It does not take much stretch of the 
imagination to realize the hardship that 
would fall upon our industry if something 
were not done quickly to prevent the 
necessity of paying the above mentioned tax. 

“ “Of course, this suggested relief should 
have nothing to do with the general revision 
of the National Tax Laws, which it is pre- 
sumed will be deferred until the new Con- 
gress takes office.’ 

“From one of our leading Senators I have the fol- 
lowing reply: 

“ ‘T entirely agree with you as to the importance 
of revising the tax laws at the earliest possible 
moment and am glad to have your suggestions. 
I shall take occasion to lay them before the Finance 
Committee when the Senate meets.’ 

“T, therefore, urge upon you gentlemen assembled 
here to pass resolutions and wire them to Washington 
tonight in accordance with these suggestions, and I 
am quite certain that if this suggestion proves success- 


. ful in postponing the payment of this tax that it will 


surely stimulate business immediately and would 
probably be the first important move toward that 
prosperity for which we are all eager and which we 
hope will continue the American nation in a happy 
and prosperous condition for many, many years.” 





Colonel Converse Dead 


Prominent Rubber Shoe Manufacturer of 
Malden, Mass. 

Boston, Dec. 8—Colonel Harry E. Converse, Presi- 
dent of the Boston Rubber Shoe Company, and Di- 
rector of the United States Rubber Company, and of 
many other large interests, died at his estate, The 
Moorings, Marion, Mass., today, December 3. 
Colonel Converse was born in Malden, Mass., in 1863. 
After attending the public schools of Boston, he en- 
tered the employ of the rubber shoe company of which 
his father was the head. Harry E. Converse was the 
son of Deacon Elisha Converse, first Mayor of Mal- 
den, and founder of the business. 

He was prominent in public affairs in Malden and 
was on the military staff of the Governor of Massa- 
chusetts during the Spanish-American war. During 
the Spanish-American war, he served the National 
Government in the Commissary Department, winning 
special mention for his ability. 

A widow and five children survive. The funeral will 
be held at the old Converse homestead, Malden, 2 
Main Street, Saturday, December 11. 
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George E. Keith, Trade Leader, Is Dead 


Was President of Company Bearing His Name 
—Had Been Active in Shoe Industry Since 
Early Boyhood 


Campello, Mass., December 9 
(yeu E. KEITH, president of the George 


E. Keith Company, one of the largest shoe 
manufacturing companies of the United States, 

died early this morning at Brooks Hospital, Brook- 

line. Eight weeks 

ago, when Mr. Keith 

entered the hospital 

an operation was per- 

formed from which he 

appeared to recover. 

A second operation, 

however, became 

necessary, following 

which he showed im- 

provement. Wednes- 

day, November 24, 

he had a serious re- 

lapse, from which he 

recovered sufficiently 

to justify hopes of his 

complete recovery. 

This morning, how- 

ever, there was a 

sudden relapse re- 

sulting in his death at 

6.15. Mr. Keith was 

in his 71st-year. 


A Self-Made Man 


Of New England’s 
many self-made men, 
‘Mr. Keith was one of 
the best known—not 
only in this country 
but abroad as well, 
for the trade connec- 
tions of the company 
which he built up and 
of which he was the 
head were interna- 
tional in their scope. 

In 1860, at the age 
of ten years, Mr. 
Keith used to watch 
his father working away in the little Campello shoe 
shop on the site of which now stands the largest of the 
several plants of the George E. Keith Company. 
After school hours he tried his hand at cutting and 
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before he graduated from high school at the age of 
16 he was a finished workman. He continued with his 
father until 1874 when he was then 24 years old. 
With the money which he had saved—$1,000—he 
then opened a small shoe shop on Garfield Street, 
opposite the site of 
the present Keith res- 
idence. His partner 
was William S. Green, 
but this partnership 
was dissolved in 1880. 


South Shore Plants 
Close 


Since that time, the 
growth of the com- 
pany under Mr. 
Keith’s leadership has 
been rapid and the 10 
big plants of the 
George E. Keith 
Company stand to- 
day as monuments to 
the unremitting in- 
dustry and foresight 
of this trade leader. 

News of Mr. 
Keith’s death spread 
rapidly through the 
entire New England 
district and all plants 
on the South Shore 
were closed as a mark 
of respect and sym- 
pathy. 

Mr. Keith is sur- 
vived by his widow, 
who was Miss Archi- 
bald; by a daughter 
and by one son, 
Harold C. Keith, 
treasurer of the 
George E. Keith 
Company. Mr. 
Keith’s other son, El- 
don B. Keith, former treasurer of the company, died 
in London in February, 1919. Mr. Keith wasa director 
of the United Shoe Machinery Company and of several 
banks in the Brockton district and Boston proper. 
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More Like a Club Than a Shoe Store with Its Comfortable Wicker Chairs and Smoking 


Stands—The Stetson Shoe Shop in Pittsburgh 








How Much Business Can You Do in a Store 14x57? 


The Stetson Shop in Pittsburgh Will Come 
Close to the Half Million Mark This Year--- 
Won by Unusual Publicity and Honest Selling 


ITTSBURGH boasts 
Pp of many fine shoe 
stores but in the Stet- 

son Shop she has one which 
is said to do the largest 
volume of men’s business in 
the world for the floor space, 
14x57 feet. The annual 
sales of this small store come 
close to the one-half million 
mark and the business is 
steadily increasing, so much 
so that new methods for 
handling the trade are being 
added at frequent inter- 


vals. 
A. V. Holbrook and D. F. 








Stetson Shop—Exterior View 








Petty, who are the proprie- 
tors of this exclusive store 
for men, began business 
March 15, 1911. The busi- 
ness grew from $30,000 the 
first year to $196,291.04 in 
1918. 


Thirty-nine Per Cent In- 
crease in 1920 


1919 closed with sales of 
$365,160.59 and the first 10 
months of 1920 the store 
showed an increase of $112,- 


559.66 or 39 per cent over 


the sales of 1919 for 10 
months. The increase in 
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the number of pairs was 5,075. The month of October 
was the largest in the history of the store. 

, 1t was this rapid growth which caused us to try and 
analyze the reason. After talking to their advertising 
manager, the story seemed simple. Mr. Petty, gen- 
eral manager, had received his entire training in the 








D. F. PETTY 
General Manager of the Stetson shop 











shoe business under Mr. Holbrook, who has been in 
the shoe business for more than 35 years, including 
some time spent as salesman for the Stetson Shoe 
Company. 

With the opening of the Stetson Shop in 1911, Mr. 
Petty adopted the principle that the customer is al- 
ways right. No complaint was too small to overlook. 

But that is not so remarkable as the fact that at the 
end of each year a banquet was given in one of the 


. leading hotels with the customers of the past year as 


guests of the Stetson Shop. The banquet was an 
occasion for a get-together meeting with “Thanks for 
your patronage and a boost for Stetson Footwear.” 


Banquet Grows into a Picnic 


At the end of six years the customers were too 
numerous for a similar affair at a hotel and so a sub- 
stitute was planned in the way of a picnic. The latter 
was given September 13, 1916, at Keystone Park. 
Two special trains were chartered and the day’s pro- 
gram included various athletic events, prizes being a 
pair of Stetson shoes. No one was permitted to spend 
a cent. 

And it might be well to mention that Mr. Petty, 
who came to Pittsburgh as an absolute stranger, today 
can perhaps call more men by their names than any 
other man in the city. 
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The following year notices of their clean-up sales 
were mailed to their customers. As the advertising 
manager stated: 


Honest Advertising Wins 


“The only thing that we could do was to tell the 
people what methods were going to be employed by 
the Stetson Shop.” Every customer was already a 
booster. No one could complain—every sale was 
made right, No salesman was permitted to make a 
misleading statement and every mark-down was ex- 
actly as stated. If a shoe was reduced only fifty 
cents the reduction was mentioned. In other words, 
the method was to put all the cards on the table. 

On December 1 they reduced eyery pair of shoes 
fifty cents to four dollars and thanked the public for 
their patronage. As soon as the auditor’s report was 
off for the year, they reproduced their report showing 
the percentage of increase and reducing prices on 
account of the increased volume. The advertising 
copy commencing January 1, 1920, carried the follow- 
ing slogan: 


**More Than One-half Million for 1920’ 


No advertisement appears in the papers without 
being carefully backed up by their window displays. 











Get Back of This Great Idea 
To Reduce High Prices--- 


Here is how every man‘ ‘in Pittsburgh can tie 
ng to good Footwear and buy them for less 

ime when you—w evel should ¢ 
pee ne a pay right a. oy myo obtain all the bee 
fits ae the right selling prineiple. 


The expense of condueting a business must always depend 
. largely upon the volume of sales made It stands to reason thet 
a store selling a Half Million Dollars’ worth of shoes with the 
same overhead expense as ‘ store selling only One Hundred 
Thousand can sell shoes for less. 


That fe our polic)—Becanse of our Marge volume of trade, we solun- 
tarily reduced our prices Dec, 15th, 1919. Now again we are re- 
ducing our prices 60¢ to $2.00 per pair. It's a return to our cus- 
tomers for their patronage. To those who have je it possible 
tot us to say without tear of contradiction we have 


The largest volume of Men’s Shoe Business 
in the world .for our floor space (14x57) 


if you want to profit by our method of doing business, to learn 
the value of real footwear, to trado with a man's store, where there 
Was $18.00 is a real atmosphere of courtesy and good will, come and sev tts. 


Now $16.00 Smoke If You Like--There’s an Ash Tray i] 


Open Saturday Night Until 9 P. M. 


The Stetson Shop 


Holbrook & Petty. 
_Jenkins Arcade 114 Fifth Avenue 


Stetson Tailored Footwear ior Women, 212 Stanwix St. (Old Fifth 8.) 























Note the Invitation to Smoke—Repeated in Every. 
* Advertisement 


R. B. Murphy, the window trimmer, works out his 
decorations from a proof of the advertisement. 
Today ten salesmen are on the floor. Once every 
two weeks they have a dinner at one of the downtown 
hotels at which meeting every point for better service 
is brought up for discussion and consideration. . A 
complete report of the minutes is given to each. 
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Hide and Leather Exports and Imports Decrease 


Statistics Issued by Commerce Bureau Show Lower Figures 
for 1920 Than for 1919 Except in Case of Sheepskins 


The Bureau of Foreign and Domestic Commerce has issued a table showing hide, skin and leather exports 
and imports for the ten-month period ended in October and comparing these figures with those for a similar 
period in 1919. In general, imports and exports both of the raw materials and the manufactured product show a 
decided decrease over 1919, although sheepskins over the ten-month period show an increase. The table follows: 


IMPORTS Quantities Values 


Pounds 
21,791,835 
46,107,117 

248,884,887 
336,450,295 


2,887,400 
9,901,810 
32,591,034 
52,753,113 


1,273,863 
10,357,472 
76,039,925 

112,033,521 


5,536,030 
11,383,945 
76,416,191 
69,182,744 


32,900,924 
84,392,648 
468,352,974 
614,540,684 


Cattle hides for October, 1920 
Cattle hides for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Calfskins for October, 1920 
€alfskins for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Goatskins for October, 1920 
Goatskins for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Sheepskins for October, 1920 
Sheepskins for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Total hides and skins for October, 1920 
Total hides and skins for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Total leather and manufactures of for October, 1920 
Total leather and manufactures of for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


EXPORTS 


Hides and skins, except fur skins, for October, 1920 
Hides and skins, except fur skins, for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Sole leather for October, 1920 
Sole leather for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Calf and kip for October, 1920—sq. ft 
Calf and kip for October, 1919—sq. ft 
Ten months ending October, 1920 
Ten months ending October, 1919 


Goat and kid for October, 1920—sq. ft 
Goat and kid for October, 1919—-sq. ft 
Ten months ending October, 1920 
Ten months ending October, 1919 


Total leather for October, 1920 
Total leather for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


Total leather and manufactures of for October, 1920 
Total leather and manufactures of for October, 1919 
Ten months ending October, 1920 
Ten months ending October, 1919 


1,365,346 
1,972,330 
15,974,885 
20,804,550 


1,167,586 
7,303,184 
20,822,316 
114,526,796 


689,260 
4,029,061 
14,825,114 
43,940,089 


4,193,296 
9,991,081 
49,395,894 
88,041,727 


Dollars 

4,803,132 
17,137,372 
80,209,993 
99,011,083 


1,046,849 
5,326,738 
18,509,948 
26,225,618 


1,364,115 
8,798,112 
86,209,552 
76,347,784 


2,392,049 
5,205,988 
36,310,892 
28,518,145 


10,026,470 
38,668,749 
232,860,052 
242,121,322 


2,664,281 
5,339,230 
31,191,047 
21,021,029 


358,960 
1,189,200 
5,907,807 
9,018,507 


540,373 
4,198,409 
11,260,175 
49,921,340 


416,393 
3,316,949 
11,584,285 
27,258,351 


2,149,799 
6,482,363 
32,759,670 
47,331,241 


5,499,309 
21,373,364 
101,271,178 
185,394,253 


12,200,676 
30,115,717 
170,732,960 
254,047,144 
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Spring Styles in the Golden §S 
pring Styles in the Golden State 
President ‘Al’? Katschinski of the California Retail Shoe Dealers’ Association recently sent a 
Spring style questionnaire to 19 merchants, all of whom are officers and directors of the organization 
orts of which he is head. The answers, reduced to tabulated form, give an interesting summary of style in- 
ilar formation: : 
wa WOMEN’S SHOES 
WSs: 
What leathers and fabrics will sell in low shoes? 
a 30% arg Sp aae 5% Patents....:.... 2% 
$ Tee Bid... .. 5% | aS 20% ERE DOSY, & 10 
; Suedes.......... 5% White Buck. .10%-15% COMVOB. ok 5k aces 10% 
+ ‘ What leathers and fabrics will sell in high shoes? 
93 | ROA ie na 40% Black Calf......... 5% 4 eT none 
:; |S. ee 25% 2 LS Baar 15% Satins...........none 
83 Suedes. ..almost none White Buck.. ..10% RIGOR. 5 oscc's 5% 
349 What percentage of high and low shoes will sell in ae 
~ SE b-chhswa chedeiadabin 20% DON as inde tient toones bade 80% 
cs What heels will sell in low shoes? 
1s Sereights:. <./....4 60% ST” Sree eee 35% Baby French...... 5% 
1? What heels will sell in high shoes? 
59 oe ree 15% WOMB, i. 6s «coe 25% Baby French..... none 
84 Length of vamp? 3 5-8 inches. 
49 Medium narrow but wider than 1920 is the last preferred in ladies’ shoes, broader toes in sport shoes. 
88 Strap effects will be popular in Spring. 
92 One-half say good, one-half say-fair as to selling qualities of sport shoes and oxfords for Spring. 
45 One-third yes, two-thirds no are the answers to question, ‘‘Would they care to see light shade of tan become popular?”’ 
~ None are buying merchandise beyond March lst. Novelties immediately. 
2 GIRLS’ SHOES 
> What leathers will sell in low shoes? 
Black Kid. . ne ee eS ae a Pe ae 15% 
1 1 SRO RARER 10% PMc) os co aackenss cod <a 15% 
0 White and Tan Leathers... . ..50% 
9 What leathers will sell in high shoes? 
| OO SS Pe errr rere 10% EE eee Pe 20% 
White and Tan Leathers 65%-70% Patents............Small amount 
0 They do not find any inclination toward narrower toes in children’s shoes. 
) MEN’S SHOES 
. What leathers will sell in men’s low shoes for Spring, 1921? 
Black Kid.. sieis ic’ dis ol a Nea ee re er 15% 
3 , SR reer ree 15% Tan Calf..Between 55% & 60% 
) os re Saha Sea eaue 0 
) What leathers will sell in men’s high shoes for Spring, 1921? 
) Black Kid. ..Between 15% & 20% EL Serer Tre 
, f OR er ea tart ae F7 15% OM My 55h 05k ieee See aside 50% 
' ES ORES ee 5% 
: What percentage of high and low shoes will sell in Spring? 
WOME 6b shed. sees cieh.on Gaerne 75% EG ss dive h-s sis. a gawereaaie 25% 
Do you believe brogues will sell? Opinions divided, though majority believe no. 
Medium English last considered best. 
Majority would not care to see light shade of tan become popular. 
BOYS’ SHOES 
What leathers will sell in low shoes? 
Black Leathers EOE ee 25% ye ee 75% 
What leathers will sell in high shoés? 
Black Leathers. .......:.«00s 40% pe Serre 60% 
Medium} English last preferred. 
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0. E. HENSEL 


To Be Named Next President 
Of the Milwaukee Shoe Re- 
tailers’ Association 


























FRED..A. VOGEL, Jr. 


Milwaukee Tanner Who Addressed 
the Get-together Meeting 





A. B. CASPARI 


Retiring President, Who Pre- | 
sided at Get-together Meet- 
ing 














“Come Over and Tell Us What You Think of Us” 


New Note Struck by Milwaukee Men in Relations 
Between Manufacturer and Merchant---It’s Time 
to Get Together and Talk Things Over, They Say 


Milwaukee, December 6. 
HE new note in the relations of manufacturer 
and merchant—it not only sounds good, but it 
is good. 

The Milwaukee Shoe Retailers’ Association (the 
newly adopted name of the organization) “blew it,” 
and opened the eyes of their retail brethren in other 
lines. 

“Come over and tell us what you think of us,”’ they 
said to Walter J. Booth, vice-president of the Weyen- 
berg Shoe Company, and to Fred Vogel, Jr., head of 
the Pfister & Vogel Leather Company of Milwaukee. 
“There is so much in the way of reports around about 
the relations of the manufacturer with the retailer, 
and vice versa. There is a new era dawning in these 
relations. It is time to get together and talk things 
over.” 

There’s More to Come 

It wasn’t said in just those words, but that was the 
sense of the politely worded invitations to Messrs. 
Vogel and Booth, to be followed by other similar in- 
vitations to manufacturers and jobbers from the Mil- 
waukee association. 

The first effort in this direction resulted in the best 
and largest meeting the Milwaukee shoe merchants 


have ever held. Six years ago there was an associa- 
tion but it was in a comatose condition. This is no 
secret. The big event took place last Thursday night. 
The hall at the Milwaukee Association of Commerce 
quarters proved too small. 


Lack of Buying Spirit Criticized 


Mr. Booth was given the floor at the opening of the 
meeting. He immediately launched into a frank dis- 
cussion of the lack of buying spirit among the mer- 
chants, and plainly gave his views on such plans as 
selling shoes at price ruling on date of delivery, this 
price not to be higher than the price at the time the 
order is placed. Mr. Booth took occasion to complain 
about the actions of certain merchants, saying: 

“The complaint is not against the shoe re- 
tailer who buys. It is against the retailer who 
buys, not intending to take the goods; the re- 
tailer who is fearful of losing money if the mar- 
ket goes down. Do not buy if you do not need 
shoes. If youdo need them, buy. We must each 
of us, manufacturer of leather, shoe manufac- 
turer, retailer and public—do our part. 

“I know of two manufacturers who are going to qui! 
selling the retail trade. They will refuse to deal longer 
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with “scraps of paper.’”’ They will feed the commis- 
sary departments, the chain stores, the sample shoe 
stores and the mail order houses because dealers can- 
celled on them for fear of taking a loss. No retailer 
has reason to accept orders not delivered according to 
contract and order. .The manufacturer must be hon- 
est, but so must the shoe retailer. The future of the 
shoe business is involved in the proper handling of 
conditions today.” 


The Merchant’s Side 


President Caspari of the association here said: 
‘Mr. Booth, we appreciate the force of your remarks, 
put I take exception to one thing you said. If aman 
orders now for February first delivery, he is entitled 
io the drop in prices. He is not wrong in taking this 
ittitude. The manufacturer must take his chances, 
as well as the retailer.” 

“We can’t buy raw material or labor on the basis of 
a guarantee against a decline;’’ replied Mr. Booth. 
‘Price as of delivery date is the only fair way to handle 
this. The only reason the manufacturer has for offer- 
ing to sell now for February delivery at price then pre- 
vailing is that the retailer will not buy now. We can 
buy leather now for less than it is worth. The tanners 
are in the same boat. An order to deliver February 1, 
gentlemen, with a virtual guarantee of lower prices to 
the retailer, is not a contract. It is a club.” 

Mr. Booth was given hearty applause and a rising 
vote of thanks, as he left the hall to fill other engage- 
ments of the evening. 

Mr. Vogel, who arrived later, discussed conditions 
throughout the world’s markets and also took occasion 
to urge the merchants to resume their legitimate buy- 
ing in such cases where they have been: holding off. 
He went into the details of the European situation and 
its effects on the United States, and roundly scored 
merchants who are cancelling and returning goods 
unfairly, not exempting those in other lines of re- 


The Business Ou tlook 


“You want to hear facts that will aid you in the con- 
duct of your business, not prophecies,” he said. ‘“The 
prophet has had a hard time of it since 1914. What 
about 1921? Who can tell? But I can and gladly do 
explain conditions as they are, and the influences or 
trends since the armistice was signed. The prophets 
may be all wrong. Why? We have never had such 
an event in the world’s history as happened in the last 
five years. The human mind is too small to encom- 
pass it. 

“The first point for consideration is that we cannot 
stand alone, either as business men or a nation among 
nations. -The world is interlaced, just as business is 
interlaced. A man who says we should stand alone, 
when children are starving in Europe, is not an honest 
man. We can’t be happy if every one else is sick. 
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‘‘The war indemnities must be definitely ar- 
ranged on a reasonable basis. Lloyd George, the 
cleverest and wittiest diplomat of Europe, ad- 
mits it. Germany used two or three billions of 
bales of our cheap cotton. That’s what is the 
matter with the South now. They used low 
grade wool. This country has no surfeit of good 
cotton and good wool, the highest grades, but it 
has a tremendous surplus of the cheaper grades. 
Business and sympathy go together. 

“Another point. Stop sending armies into Russia. 
Why? Because Lenine and Trotsky are telling the 
peasants that the rest of the world is trying to take 
away from them that which they always wanted and 
now are getting, namely a piece of dand all their own. 
That’s the one thing the Russian peasant has wanted. 
They tell him the rest of the world is trying to put a 
Czar back in power. Stop warring and the peasants 
will take care of Lenine and Trotsky. Our own infor- 
mation is that on the whole,the peasant over there is 


- better off as to grain, honey, food and buildings. The 


cities, Moscow, etc., are bad off, but within a 100 miles 
of plenty. If we have peace there Germany can send 
her manufactured goods to Russia and get grain, ore 
—like the United States into Canada and Canada 
into the United States. These people have been 
checked and can’t move. We don’t want any more 
gold. Send them things our people won't buy—fish, 
cotton, wool. There is no surplus of high-grade goods 
here. We’ve got about half of the world’s gold now. 


Making a Present of the War Debt 


“Festus Wade, that brilliant banker of St. Louis, 
aptly suggested that we ought to make Europe a pres- 
ent of the war debt. I think he is about right. Todo 
business with England, if I wanted to sell them, I 
would have to do it at a big reduction. It would be 
41% per cent added to my price to equalize the ex- 
change. 

“Now, gentlemen, the country has the idea that the 
retailer has not taken his share of the shrinkage, and 
there is a case of cold feet in our land too. Regardless 
of the facts, the public has that idea. They say to me, 
Mr. Vogel, you are selling calfskins at 15 cents, less 
than half the price of a year ago. They overlook the 
fact that manufacturing costs are three times those of 
1914. Atleast, no item is less than double. There are 
high taxes, labor, etc. Haverhill got off the largest 
single reduction I know of, 15 to 20 per cent. The 
public is not yet satisfied or at rest about the matter. 
It wouldn’t be, perhaps, if you cut the price 50 per 
cent. 1’ll prove it to you. The savings of New York 
state on Nov. 15, according to reports we have just re- 
ceived, show a record accumulation for the last two 
months. In September and October they put in more 
than in the whole eight months before this year. The 
salaried man is still able to buy. He may be tempo- 

(Continued on page 63) 





BOOT AND SHOE RECORDER 


Dec. 11, 1920 


Elaborate Preparations Made to Entertain 
Women at Milwaukee 


Convention Committee from Milwaukee and 

nearby cities held an enthusiastic meeting at 
the Wisconsin Hotel, Milwaukee, Wednesday, Decem- 
ber 1. The meeting was presided over by Mrs. Joseph 
Schumacher, Chairman of Women’s Entertainment 
Committee. 

Plans for the entertainment and comfort of the 
women guests at the forthcoming convention were 
talked over in detail. 

The Japanese garden which is being elaborately 
furnished and beautifully deco- 


OL oo members of the Women’s N.S. R. A. 


trip to Palm Beach, Florida, to secure the proper at- 
mosphere for this room. 

One side of the room will represent the ocean; the 
other side the row of hotels lining the beach. At one 
end is an immense boat at anchor from which the en- 
tertainers appear for performances while meals are 
being served. 


Formal Reception Monday 


The first feature of the ladies’ entertainment will be 
a formal reception Monday afternoon. It is the hope 
of Mrs. Schumacher and her com- 
mittee that every woman visitor 





rated will be the meeting place for 
women. Several thousand dollars 
are being expended for the furnish- 
ings and decorations... 


Receptions and Card Parties 


The walls of the room will be 
covered with Japanese scenery 
painted by Howard Tuttle, one of 
the best known scenic artists in 
the world. Real Japanese huts 
will form a part of the settings. 

Here will be held the formal 
reception, card parties and other 
entertainments staged exclusively 
for the women guests at the 
Convention. Adjacent to this is 
the Salle de’ Azure which is being 
elaborately fitted up with ivory 
furniture, French blue rugs, dra- 
peries and upholsteries. 

Everything necessary to comfort 
of the guests will be here provided. 
French maids, manicurists and 








MRS. JOSEPH SCHUMACHER 
Chairman of the Women’s Entertain- 
ment Committee for the N. S. R. A. 

Convention 


at the convention will be at the 
auditorium for this reception. 
In the receiving line will be the 
chairman of the local committees 
and ladies from other cities who 
have been asked to serve on the 
entertainment committee. 

Tuesday morning will be a trip 
to Washington Park, a visit to the 
Zoo, a visit to the Art Gallery and 
a lecture at the Municipal Art In- 
stitute. Dudley Craft Watson has 
extended an invitation to all per- 
sons wearing an N.S. R. A. badge 
to visit the Art Gallery free of 
charge at any time during the Con- 
vention. 

Wednesday morning will be 
spent at the Mitchell Park Con- 
servatory, where beautiful azaleas, 
orchids and other blooming plants 
will be on display. 





Autos Provided for Guests 





hairdressers will be constantly in 
attendance. 

The ladies’ quarters of the auditorium are bounti- 
fully provided with lockers and dressing rooms so the 
women can go to the auditorium in the morning and 
remain all day and evening even though they wish to 
change gowns for the various occasions which will re- 
quire their attention. 


**Palm Beach”’ for Lunch 


“Palm Beach,” one of the most novel dining halls in 
existence, with elaborate menus at moderate prices, 
will provide ample service for both men and women. 
This hall has a seating capacity of approximately 
1500. Two hundred bathing girls will wait on the 
tables. B. J. Coens, director of entertainment and 
_ educational features of the Convention, made a special 


The business men of the city 
will furnish automobiles to transport the guests to and 
from these various places. Shopping tours will be 
arranged to meet the pleasure and convenience of 
the visitors. 

Mrs. Schumacher and her assistants are 
expecting at least 1,500 women to accompany 
the shoe merchants of the country to Milwaukee. 
In view of this it was thought best to 
have card parties both Tuesdey and Wednes- 
day afternoons so that some of the guests could 
play one day and some the other. The games played 
will be Bridge, Five Hundred, Buncoo and Cinch. 
For these games over a thousand dollars’ worth of 
prizes have been purchased. 
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Coffee Sets as Prizes 


For each game, each day, the first prize will be a 
four piece silver coffee set. Many other beautiful 
pieces of silver, cut glass, bric-a-brac and lingerie are 
included in the list of prizes. All in all, approximately 
four hundred prizes will be distributed. 

There will be informal dancing in the Japanese 
Garden each evening. Following the dance will be the 
style show and other entertainments by the general 
Convention Committee. 

At the Milwaukee Convention there will be no 
“Men’s Night.” All the evening entertainments will 
be participated in by both men and women. 





“COME OVER AND TELL US WHAT YOU 
THINK OF US” 
(Concluded from page 61) 
rarily afraid of losing his position and he feels the need 
of thrift. 


Reasonable Reductions Should Be Made 


‘Any reduction you can reasonably make 
should be made. There is great danger in a 
stampede in this direction, but if retailers in 
all lines do not reduce reasonably and as condi- 


tions justified, they will be forced to do so before . 


long. 

‘‘Radical changes in the labor policy are impossible. 
Go to your retailers’ meetings, be sure to attend the 
national in January. Compare notes, and get a true 
and real line on the situation. Crystalize the informa- 
tion in your minds with that in other minds in your 
business. See about costs of manufacturing. Exam- 
ine your costs of doing business. Then buy, after you 
have figured out what and how much you can sell. 
This applies to all retailers. We are all tied up to- 
gether. Show optimism and courage. It will pay in 
dollars and cents. But 15 per cent of all the facilities 
of the New England shoe manufacturers is being util- 


‘ized. In St. Louis and Milwaukee—we are running 


40 per cent here—the condition is exceptional. It is 
up to the men everywhere in this country who do the 
distributing to do their fair share and keep the wheels 
going. 
- Big Business Next Spring 

‘*I believe we are going to see some big business 
next Spring. Hides and leather are now way be- 
low proper levels, and there is bound to be a re- 
bound. We thought that 60 cent hides might 
go to 23 or 24 cents, but they went way below. 


It is better to have a moderate rebound rather 


than a big one. 

“The retailer who studies conditions will agree with 
me that it is time to get rid of the shoes now in the 
stores. If a fellow has an extra dollar and insists on 
paying it for shoes, for his own gratification, why of 


course it is proper to accept it. Gentlemen, we each 
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and every one of us have certain duties to perform 
with respect to present business conditions, and it is 


- up to us to face them and meet them. It will mean 


dollars and cents to do so, if you want to look at it that 
way, in the long run.” 

Mr. Caspari, at the conclusion of Mr. Vogel’s 
address, which was impromptu and loudly cheered 
by the 150 members present, asked him why kidskins 
are not coming down. 


The Kid Situation 


Mr. Vogel explained in detail that so far as high 
grades of kidskins are concerned, there is now, as al- 
ways, a greater demand than supply. Only about 344 
per cent of the skins are A skins. The public demands 
them and supplies have been cut off. “That comes 
right down to the nub of the whole situation,” said 
Mr. Vogel. ‘We must sell more lower grade cotton, 
clothes and so on. This country is oversupplied with 
the cheaper grades of goods and extremely undersup- 
plied with the high grades. In India, hide men and 
others went into tanning. They were powerful enough 
to get a 15 per cent export duty put on the hides. 
This encourages manufacture in India. We would 
have been up against it but for the present situation 
here at home. It is likely that they are going to be 
left alone to sweat. Let them sweat.” 

Following the address the association heard the re- 
port of the committee on by-laws and adopted a new 
set, these to be printed and sent to all members. The 
report of the nominating committee developed that 
only one ticket will be placed before the association 
at the January election, as follows: 


New Officers to Be Named 


President, O. E. Hensel; vice-president, Benjamin 
Lamers; secretary, W. F. Wuerhl; treasurer, Joseph 
Schumacher; directors: Charles E. Collar, Robert J. 
Kurtz, John Geisinger, A. B. Caspari, who retires as 
president, Frank Kuozynski, J. Pinsel and Harry 
Lucas. 

No other nominations were made, thus insuring the 
election of this ticket. The next meeting will be held 
January 6. 





J. M. Herman Dead 


Boston, Dec. 10—J. M. Herman, president of 
the Herman Shoe Company, died yesterday at 
Atlantic City, N. J., following an illness dating 
back to early in October. He was one of the 
foremost shoe manufacturers of the United 
States, being particularly well known as a 
maker of army and navy shoes. : 

(A more complete history of Mr. Herman’s 
life will be published in our next issue.—Ed. 
Note.) 
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Watch Your Step 


Matthew Arnold, when he lived and lectured, 
once said America was an insolent, overfed de- 
mocracy. Possibly his ideal was an enemic, 
servile lower class. The other day the Russian 
Mujik had the Tsar and the Knout on his back 
and black bread and cabbage soup in his belly. 
Today he eats white bread, butter, milk, chickens 
and eggs; the landlord and his .whip are fertilizing 
the soil; and there you are. What a pity that 
Arnold and the Russian Tsar did not realize that 


the empty belly and the bended back are the . 


breeders of revolution. America is wiser, safer 
and happier, with a full measure of freedom and 
food. 

* * * ” 

About five thousand descendants of the Pilgrim 
Fathers, more or less, went down to Plymouth 
the other day to rally round the Rock and con- 
gratulate the Pilgrims on their posterity. One 
of the descendants from Missouri remarked: “I 
wonder why they got off here? Why: didn’t 
they keep on to Boston? Now instead of being 
one of the first families in Boston I’m one of the 
last in St. Louis. I guess my particular Pilgrim 
Father lacked pep.” It’s a wise ancestor that 
knows how to please bis descendants. 


* * * * 


The Government has seized a couple of 
breweries in Cincinnati. This isn’t important 
even if true. Nothinginthem. The glory has 
departed from Zion. It’s like the locking of the 
stable door after the horse has been stolen. 


* * * * 


The wise old guy who long ago said: “‘The race 
is not always to the swift,” should come back, 
visit Chicago and try over again. Swift may 
not be much of a sprinter but we have noticed he 
brings home the bacon with great regularity. 

* * * « 


**Milk-fed chickens,” remarked Wiseman. 
“That’s one on me. Thought chickens were 
corn-fed. You live in the country; Hardhead. 
Ever see farmers feed milk to chickens?” 

“Can’t say I ever did,”’ said Hardhead. “But 
right here in the city I’ve seen farmers feeding 
strawberries and cream to chickens; and ice cream 


to old hens.” 
* - * . 


“T have noticed,” said Old Man Thinkfast, 
“that most of our heavy thinkers, reformers and 
friends of the City Public Schools pay their 


taxes in some other town and send their sons and 
daughters to schools that are not public. I may 
add that doctors seldom take their own 
medicine.”” ; 

*« - * * 

“‘What did you get for Christmas, Mr. Jack- 
son?”’ 

“Got a raise from my landlord; wholly unex- 
pected too. 

But he never forgets his tenants, except in cold 
weather.” 

* * * * 

Warren Harding, the President-elect, is a 
good citizen, a good neighbor and an honest 
gentleman; but when he caught that tarpon 
down at Point Isabel I'll bet a cooky against a 
Salvation Army doughnut he tucked ten pounds 
onto its weight when he told Mrs. Harding 
about it. There are two things not mentioned 
in the Decalogue which are part of the moral 
law: Never to question the weight of a fish 
and never'to expect a man to return a borrowed 
umbrella. 

* * * * 

When you invest you get the certificate and 
the broker gets the cash; when you liquidate 
you get the liquid and the broker gets the cur- 
rency. The query that interests the shorn lamb 
is why do they call the fellow who never goes 
broke the broker? 

* * * * P 

Down in Scranton, Pa., built right over the 
anthracite coal mines, the coal dealers only sell 
to customers who come with a doctor’s prescrip- 
tion. We wonder if they put up anthracite in 


bottles down there? 
+ +“ * * 


It is quite apparent that the Western Union 
has lost its sense of proportion and propriety in 
its attempted dealings with the United States 
of America; and when it tells the government it 
must pay the rates demanded by the W. U. and 
pay in advance, it acts as if it belonged to the 
Landlords’ Union. The unwritten law of getting 
things by hook or crook would seem to apply in 
this case, and the sooner the crook gets the hook 
the better. 

* * * * 

It is more profitable to shoe your customers 
in your store by peace prices than to boot them 
out of your shop by war prices. 
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Sales Won by Slogan---“We Fit to Measure” 


The Value of Advertising, of Frequent Contact 
with Customers and of Association Work Are 
Described by Successful Iowa Shoe Merchant 


can’t get along without the 
story of my life, here goes: 
I was born in a shoe store at 
Glenwood, lowa, 47 years ago, 
where my father, Martin Nebe, 
had an exclusive shoe business 
for nearly 50 years. ° 
Thus, you see, I was forced into 
the shoe game and after getting a 
fair start by setting on the but- 
tons, etc., for the first 15 years, I 
some way could not part from 
the smell of leather, and did not 
feel inclined to look at anything 
much prettier than a trim and 
shapely ankle. 


E you feel that you simply 


When an EE Fit Every 
Foot 


Having been educated in the 
“old school” where we were 
taught that a EE that cost $2.00 
was a good shoe to sell for $2.50 
and that it would fit any kind of 
a foot, and having reached the time of life when I 
wanted to see something of what the other fellow was 
doing, 1 left home at the age of 16 to wander around 
the world a bit—and believe me, I got a world of ex- 
perience, and ofttimes had as many as three jobs in 
one month, because I could not make them see that I 
really knew all there was to know about shoes. 

Now I'll get right down to brass tacks and tell 
you something of the last 20 years of my business life, 
which, after all, is the part your readers will be in- 
terested in—especially the last 10 years. 

Jan. 1, 1899, father decided to open a branch shoe 
store in Atlantic, Iowa, and as I had decided to settle 
down awhile, I told him I would tackle it, providing 
he would let me spend some money advertising. This 
he agreed to and we opened our doors March 19, 
1899, or a little over 21 years ago. 


Some Definition of Profit ! 


At that time we were trying to see who could sell 
shoes the cheapest—and’as I had been taught to 
think that the difference between the cost and the 
selling price was all profit—believe me—I did sell 
them cheap—and until a short time ago, you could 


FRANK M. NEBE 


Atlantic, Iowa, Secretary-Treasurer of 
Iowa Retail Shoe Dealers’ Association 


still make out the wording on 
one of our first signs— 


MEN’S FINE SHOES— 
ALL SIZES— 
95c 


While we started in an out-of- 
the-way location, we sure got the 
people coming our way, and in- 
side of a year had an opportunity 
of leasing a business block in the 
best location in our city. We 
leased it for a term of 25 years, 
put in what was considered a 
modern front—which has been 
changed three times since—and 
with my brother as a partner 
we decided to build up a shoe 
business, out of which we could 
at least make an honest living. 

We decided to do four things: 


Service Wins Customers 


Treat every customer courte- 

ously—sell them nothing but the 

highest grade of shoes—to give them as nearly a 

perfect fit as possible, and to stand back of every- 
thing we sold. 

These principles were followed closely (and at that 
time style did not enter into the game as it does to- 
day) so by selling shoes at close margins—as the 
majority of merchants did—we succeeded in staying 
in business, meeting our bills and doing especially 
good work for two classes of people, viz.: the manu- 
facturers and the public. 

About 10 years ago, a few of the shoe merchants 
in the United States began to wonder what was the 
matter with the shoe business. They wondered why 
the ladies’ ready-to-wear stores and the clothing 
stores, as well as some other lines, seemed to prosper 
so much more than the shoe merchants. 


Association Work and Its Advantages 


You know what happened. It is history now. 

The Iowa Retail Shoe Dealers’ Association was 
formed. The National soon took shape and with 
the help of the trade journals such as yours, we 
soon had our eyes opened. Meeting with each 
other—reading all we could, and talking shoes— 
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— ee etc., at every oppor- 
tunity, we found out that we were simply 
‘*hangers on’’ in the mercantile world; that we 
must put style into the shoe game; that we 
must know what it cost us to do business; that 
this cost should include a fair salary for ourself, 
etc., etc., etc. Tosum it up—we have since that 
time been leaders instead of followers in our 
craft. 

For the last 10 years, every carton that has left our 
store—every advertisement that has been written— 
has told our customers that “WE FIT TO MEAS- 
URE”’—and we have backed this with our guarantee. 


What Percentage for Advertising? 


If there is any one thing that has helped build up 
our business more than any other thing it is advertis- 
ing. 

We have never spent less than 2 per cent of our 
sales for advertising and when conditions seemed to 
demand it—as they do at present—we have spent as 
high as 4 per cent. 

We keep a card record of every pair of shoes we 
sell—and in this way keep in close touch with our 
thousands of customers. At present we have the 
names (live ones) of nearly 8,000 customers. Not 
many—but doing quite well for small town. 

Our county boasts of one automobile to every four 
people and one for the head of every family. We have 
an addressograph—which today contains the names 
of nearly 14,000 families who own one or more autos 
—and every one of these families is reminded of 
NEBE’S SHOES—FITTING SERVICE—ELEC- 
TRICAL REPAIR DEPARTMENT, etc., quite 
often. 

Spends Money On Window Displays 


Window trims have contributed a good bit to our 
success—and we are not afraid to spend money for 
displays. 

This year has been a hard one in which to show a 
gain but by hard work on the part of every salesman 
—by a little more advertising we have been able to 
show an increase—not in number of pairs, but in 
dollars and cents—of 25 per cent. 





Plan to Stimulate Buying 


St. Louis Business Men to Solicit National Co- 
operation 


St. Louis, Mo., Dec. 7—A committee of ten St. 
Louis business men to solicit national co-operation and 
to stimulate immediate purchases of Spring goods by 
jobbers and retail merchants has been appointed by 
President Melville L. Wilkinson of the Associated Re- 
tailers of St. Louis. The appointment of the com- 
mittee followed a recent meeting of sixty-two members 
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of the Associated Retailers, who assembled to discuss 
present trade conditions and make plans to avert com- 
mercial stagnation in the near future. 

The resolution to name the committee was passed 
at the instance of Davis May, chairman of the board 
of Famous-Barr, who pointed out that there was no 
good reason for lack of confidence in the immediate 
future of business. Many large purchasers of stock, 
he said, were deferring orders because they felt that 
the outlook for Spring trade was uncertain. 

The result of this timidity, May declared, was that 
factories were closing down, men were being thrown 
out of employment and goods which would be needed 
in the Spring would not be manufactured. 

After three hours’ earnest discussion the president 
was authorized to appoint a committee of ten to carry 
out the suggestion made by May. 

The object of the committee, it is stated, would be 
to co-operate with similar committees which would be 
formed in other cities and to initiate efforts along the 
lines indicated by May to induce retail merchants to 
give orders for Spring goods now so as to keep factories 
working and men employed. 

“Many staples are as low as they ever will get,” 
said Mr. Wilkinson, “so the people are buying largely. 
The smaller retailers seem to fear that there will be a 
further slump in retail values and areslow about giving 
orders for Spring goods. It is our idea that it will be 
wise to order now. Business is being stabilized rapid- 
ly. There will not be any great further decline in re- 
tail prices. 

“St. Louis retail prices are lower than in any other 
city, but, while St. Louis newspapers inform their 
readers that prices are being reduced in Detroit and 
Chicago, they fail to tell them that prices are at rock 
bottom in St. Louis.” 





Army Shoe Awards Announced 


Washington, D. C., December 6—Bids were 
opened December 1 by the Clothing and Equipage 
Division, Quartermaster’s Department, U. S. Army, 
Washington, D. C., for furnishing 250,000 pairs of 
service shoes. There were eighteen bidders, and the 
event was notable for the low range compared with 
those on the last lot of similar bids. In the latter case 
the average bids were $5.29 per pair, the average bids 
for the present contract being about $4.10. The suc- 
cessful bidders were as follows: 

Nunn & Bush and Weldon Shoe Company, Mil- 
waukee, 50,000 at $4.07, 50,000 at $4.105. : 

B. A. Corbin Sons Company, Webster, Mass., 
100,000 pairs at $4.0949, 25,000 pairs at $4.1249. 

R. P. Hazzard Company, Gardiner, Me., 25,000 
pairs at $4.1025. ‘ 

The Government will furnish laces. 
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What an inconsistent style season—oxfords in heavy weights 
with wool hose looked good last Spring for October. Then boots 
were figured for November. And every single number in straps, 
cut-out slippers and pumps were nibbled at for immediate sale, 
when the traveling man wanted to reserve the new things for 
Spring. So now, a new Spring line-up is in the making. How 
about the high tongue, either loose as most women’s tongues 
are, or restrained with button as this one is. The silver threads 
among the black is a throat feature on a black kid vamp. 


Black Scotch 
Grain Oxford 


New things are in the 
making in men’s fine 
footwear. A_ style 
wave would do won- 
ders. Well, here’s a 
new seamless back 
pattern (patent ap- 
plied for). The ox- 
ford has a _ heavy 
vamp stitch—the sole 
a raw hide slip. Se- 
lected from line of 
Boyden Shoe Mfg. 
Co., Newark, N. J.. 
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Following Milwaukee Convention, Further 
Opportunity to Inspect and Buy Is to 
Be Offered to Merchants in Windy City 


Chicago, December 6. 
T is estimated that at least 75 per cent of the 
l merchants visiting the Milwaukee convention 
will return to their homes through Chicago. 

In order that these merchants may have a further 
opportunity of studying styles and prices and placing 
their orders for seasonable merchandise, the Chicago 
National Shoe Exposition will be held at the Palmer 
House, Wednesday, Thursday, Friday and Saturday, 


January 12 to 15. 
Approximately 200 lines of shoes and accessories 


representing the leading lines of the various shoe mar- — 


kets of the country will be on display at this exposi- 


tion. 
These expositions in the past have proven them- 
selves of immense value to the visiting merchant. A 


comparison of styles, workmanship and prices be- 
tween various lines at these affairs has given him a 
more comprehensive idea of what he should buy and 
how he should merchandise his stock on hand than 
has been obtainable elsewhere. 

The same general plans which have been used at 
former expositions will prevail at the forthcoming 
show. 

There will be no set program, speeches or entertain- 
ments. The entire time will be devoted each day to 
the display of shoes and accessories and contact 
among shoe travelers, salesmanagers and merchants. 
The exposition is being held under the auspices of the 
Chicago Shoe Travelers’ Association and has the 
backing and support of the Chicago shoe manu- 
facturers and wholesalers. 








Tri-State Merchants Prepare for 
Coming Convention 


Association Directors Meet at Hotel Chisca, 
Memphis, to Lay Plans for March Meeting 


Memphis, Dec. 6—Plans for the greatest conven- 
tion ever held by the Tri-State Shoe Retailers’ Associa- 
tion were laid at the first of a series of executive com- 
mittee meetings recently held at Hotel Chisca. 

The Tri-State Shoe Retailers’ Association will meet 
in convention here March 14, 15 and 16. Between 
400 and 500 of the leading shoe dealers of the three 
states—Tennessee, Mississippi and Arkansas—are ex- 
pected to attend. 

A great drive for membership has been launched by 
the officers of the association. These are headed by 
Reuben Stiefel, president, who is manager of one of 
the largest retail shoe departments in the south—that 
of J. Goldsmith & Sons’ Company. Other officers of 
the association are: L. L. Frank, Memphis, first vice- 
president; J. B. Eubanks, Greenwood, Miss., second 
vice-president; A. K. Cohen, Little Rock, Ark., third 
vice-president, and Robert Love, Memphis, secretary- 
treasurer. 


The benefits that the merchants in the small cities 
in the territory can derive from membership in their 
body is the lever that the association officers are using 
to get new members. These advantages are being put 
up to the prospective members in various ways. 





World’s Fair Planned 
Big Industrial Exhibit to Be Held in London 


Washington, D. C., December 9—Announcement is 
made of a World’s Industrial Exhibition to be held 
at the Crystal Palace, London, from May to October, 
1922, of the industries, products, arts, sciences and 
inventions of the leading manufacturing countries of 
the world. It will be on a co-operative basis, the ex- 
hibitors providing the capital and receiving a pro rata 
share of the profits to bring the cost to a low figure. 
Each nation will elect its own exhibition committee 
which, in turn, will be represented on a general com- 
mittee. The management will be under the control 
of a committee representing the exhibitors and the 
guarantors of each nation who guarantee sufficient 
for the preliminary work connected with the exhibi- 
tion of their nation. 
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“The O-G Fanch- 
ette. Frenchy! Dif- 
ferent!” So runs a 
recent advertisement 
of O’Connor’ and 
Goldberg of Chicago, 
featuring the crea- 
tion pictured here. 
“This quite different 
O-G footwear fashion 
‘ may be had in flesh, 
i white or black satin 
with unique plaited 
tongues to match. 











“The O-G Fanch- 
ette is also shown in 
gold or silver combi- 
nations. The plaited 
tongues may also be 
had in any shade to 
harmonize with ydur 
selection. O-G_ ho- 
siery may be secured 
in exquisite designs 
to match O-G shoes.’’ 








Little Merchandising Hints from the South 
---Stunts Which Have Made Good 


MERCHANT in Florida distributed to his cus- 

tomers recently, as a souvenir, a little booklet 

on the outside cover page of which was printed 
the company’s name and the following: 

“What We Have to Say About Our Com- 
petitors.” 

Between the covers there were sixteen pages and 
when the customer opened up the booklet to see what 
this merchant had to say about his various competi- 
tors in that town, he found that every page was a 
blank. In other words, it was just a sort of memoran- 
dum book such as every man likes to carry, but the 
printing on its outside page made it an unusual ad- 
vertising idea. People commented upon the clever- 
ness of the idea, and when people talk about your 
advertising in that way you have got something that 
is really worth while. 

* * * * 


A Key to the Store 


About to open a new store in a medium-sized city 
of the South, a merchant sent through the mails to 
every home in that town a shipping tag to which was 
attached an ordinary skeleton key. One side of the 
tag carried the address of the recipient and a postage 
stamp. On the other side was printed the following 
invitation: 

“This is the key to our new store that will open 
November 10 at No. 24 Main Street. Drop in and 
see us.” 


Uses Community Advertising 


A merchant in Florida who carries ten inches or 
more of advertising space every other day in his local 
newspaper, always devotes a portion of this space to 
community advertising. He calls it the “Florida 
Idea.” The store tells about the city, its growth, de- 
velopment, prosperity, etc., and there are always a 
few interesting facts about Florida that helps one 
get better acquainted with the State, and especially 
with that merchant’s community. 

This is an idea that commends itself as worthy the 
attention of merchants in any medium-sized city— 
or even a small town for that matter. You could use 
a portion of your advertising space for this same pur- 
pose in developing the community spirit. So far as 
your business welfare is concerned—well, certainly 
better acquaintanceship will bring better business. 

* * * * 


Traffic Laws and Shoes 


During a campaign in the city of Atlanta, carried 
on by the officials of the city, the police and the busi- 
ness interests to curb reckless automobile driving, and 
which was given wide publicity in the newspapers, a 
local merchant had the traffic laws of the city and 
State re-printed in the form of a little booklet, using 
some of the pages to advertise his own business. 
These were turned over to the police department and 
several thousand of them were distributed by traffic 
officers to automobile drivers. Thus the merchant 


aa 





70 BOOT AND SHOE RECORDER 


gained a great deal of excellent advertising and the 
only cost to him was the printing of the booklets. 
Furthermore, all of the newspapers in the city com- 
mented upon the publication of the booklet and the 
cleverness of the idea. 
* * * aa 
Cupid as a Salesman 


A merchant in South Carolina always watches the 
newspapers of his community very carefully on the 
lookout for marriages. When he finds one he sends 
the newlyweds a personal letter of congratulation, 
incidentally calling their attention to his store and its 
ability to serve their wants. This sort of an appeal 
has a psychological effect that wins this merchant 
a good deal of trade from newlywed couples. 


* ok ae * 
**To the Estate of Mr. Blank’’ 


There is a merchant in Tennessee who, after send- 
ing a half a dozen or so bills to a customer and receiv- 
ing no payment or response from him, sometimes 
sends another bill which is addressed to the customer’s 
estate. The idea is that no man likes to have anyone 
believe that he is a “dead one,” and this merchant is 
thus able to collect quite a few of his old bills in this 
way. 

Many men are not ashamed to let their bills 
run for months without paying them, but when they 


receive a letter and a bill which is addressed to their 


estate, they are likely to take notice. 
* * * * 
Invitation to Send Boquets 


A merchant in a medium-sized Georgia city ad- 
vertised in the local newspapers that he would give 
prizes of $15, of $10 and of $5 for the best letters from 
people of that city, telling why his store was the best 
place to trade in town. Now the store might not 
have been the best place to trade in that town, but 
nevertheless a great many people wrote letters in 
the contest and the merchant not only gained a whole 
lot of valuable publicity but built up a great deal of 
trade with this idea alone. 

* * * * 


Beating the Mail Order Game 


A shoe merchant in a South Georgia town displays 
in his store neatly all of the catalogs of the large mail 
order houses that handle shoes. He has also devised a 
table of figures by which one is able to find out the 
exact transportation costs of any shipment of mer- 
chandise to this South Georgia town from any of the 
large centers where these various mail order houses 
are located. The merchant advertises that he will 
equal the price of any mail order house, taking into 
consideration the transportation costs and other in- 
cidentals, on shoes of equal quality. In fact, he invites 
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the people of his community to visit his store and look 
over these mail order catalogs, select what they may 
want and then let him show them how he can not only 
equal the price but in many cases save the customer 
money. 

* *” * * 


Daily Store News Pulls Trade 


The Chamberlin-Johnson-DuBose Company, one 
of the large department stores of Atlanta, publishes 
its advertising in the Atlanta papers in the form of 
Daily Store News. It is virtually a daily periodical. 
all of the advertising copy being written in the form 
of news. A column or so is sometimes devoted to 
important events of the day. In this way the store 
makes its advertising interesting and it is much more 
widely read than advertising of the ordinary nature. 





Reduced Rates to Milwaukee 


Arrangements Being Made by Convention Com- 
mittee 


By registering at the Auditorium Conventionists 
coming to Milwaukee in January will be able to save 
about 25 per cent of the regular railroad fare. This 
arrangement has been made possible through the 
efforts of the Milwaukee 1921 National Convention 
Committee. 

To best explain just how this proposition will 
work out let us take the case of a shoe merchant 
from Minot, North Dakota. He will buy his ticket 
at his local ticket office and tell the agent that he is 
going to Milwaukee especially to attend the 1921 N. S. 
R. A. Convention. He will then pay the regular fare 
for his ticket to Milwaukee and the ticket agent will 
give him a receipt. At the Milwaukee Auditorium, he 
will register as a visitor to the Convention and when 
he wishes to return home he will go to the Railroad 
Exhibit Booth which will be located in the Audito- 
rium, will show his registration card and his receipt that 
his ticket agent back home gave him and will then get 
his return ticket at one-half the regular price that he 
paid in coming to Milwaukee. It should be. under- 
stood that in order to receive this reduced rate the 
N.S. R. A. Registration Card must be turned in to 
the Railroad Booth. It is, therefore, imperative that 
each visitor coming to Milwaukee for the Convention 
should register just as early as possible. 

The above ruling of reduced rates does not as yet 
cover the entire United States. So far it has been 
passed by the Western Passenger Association only. 
This covers all railroad offices and stations in the fol- 
lowing states: Wisconsin, Iowa, Illinois, Minnesota, 
North Dakota and South Dakota. The Milwaukee 
1921 National Convention Committee is now taking 
the matter up with the other Passenger Associa- 


tions. 
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Molyneux 
|| Model 
Achieves 
the 

Slim 
Silhouette 
Lines 

so Much 

in Vogue 
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Wonderful Shoes : 
Mn fal ie l Johnson-Stephens & Shinkle Shoe Co. 
wy §3 wondersu urls 


M notoriety 


























= 


0 : 
Saint Louis e ‘ U.S. A. t 


U 


Std 

















































6 


THE SCHEIFFELE 
SHOE MFG. CO. 


CHILDRENS & GROWING 
GIRLS SHOES 










Red osSpoe 
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The Krohn-Fechheimer Co. 





























MILWAUKEE CONVENTION 


WE 
WILL BE THERE 


WILL YOU? 


LOOK FOR THE CINCINNATI 
MARKET EXHIBIT 























THE CHARLES MEIS 
SHOECO. 
SHOE SPECIALISTS 


















‘ The Julian & Kokenge Co The Scheiffele Shoe Mfg. Co. 
The Krippendorf-Dittman Co. The Duttenhofer-Stevens Co 
# Val Duttenhofer Sons Co. The Sam B. Wolf Shoe Co. 
The Holters Co. The Charles Meis Shoe Co. 

4 The Helming-McKenzie Co Helmers Bettmann & Co. 

q The P. Sullivan Co The Homan-Hughes Co. 





The Sachs Shoe Mfg. Co. 





The Manss Owens Co. 












TRADE MARK 








VAL DUTTENHOFER 
q SONS CO, 























are styhahowery Stylish 
Helming-M'Kenz ie 
Cincinnati 



























































Real Shoes at Real Prices 




















Growing Girls’, Misses’ and 


_ Children’s in 
Welt Shoes Only 


Made in All Leathers. AAA to E 





See Our Full Line Samples at 
Milwaukee Convention 








The Scheiffele Shoe Mfg. Co. 


Cincinnati, Ohio 
The City That Makes Good Shoes 
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swered in shipments for October, 1920, 
ST. LOUIS, U. S. A. 


85% greater than for that month one 
year ago, and three-and-one-half times 


greater than for October, 1918. 
has shown steady growth, the demand 
for its product always exceeding the 


The company’s. business for each year 
production. 


The call for LUNDIN shoes was an- 
comfort and reasonable pr 


THE REASON: 
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Comfort Boudoirs and Ballets In Stock 


Immediate Shipments 


VICI KID BALLET 
Child’s, 844-11. ..$1.40 
Misses’, 1144-2.. 1.45 
Growing Girls’, 214-6. 

$1.50 


Gym Oxford. Misses’, 


omen’s Whole 
Quarter Comfort, Women’s Whole 
7 arter 


-8 Rubber Heel gu ort, 
$2.75 uitton, 7-8 Rubber 
A y- $2.75 


Comfort Blu. Oxford, 7: 
Rubber Heel........ $2.50 


Also 1, 2, 3 Strap Sandals, High and Low Heels 
All Turn Sewed and Fine Bright Cab. Terms 2 per cent 10 days, net 30 


THE BAY STATE SLIPPER CO., Haverhill, Mass. 








THE ADVANTAGES OF 


® 


P erfection 
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Demers & Crowell 


Haverhill, Mass. 
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Circlettes 
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With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wearslippery § They do stop uneven wear 
They don’t drop out They do prevent runover beel 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., Gite: 


Something New In 


Boudoir Slippers 


Light flexible stitchdown. Better soles 
and more flexible than the average turn. 
Black Kid - - + $1.35 

_ Colors - + - 1.50 
CASE LOTS—PROMPT DELIVERIES 


BOSTON OFFICE 207 ESSEX ST. A. W. GAGE 
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Our Message 
To America 


The Saturday Evening Post, 
monthly, carries the mes- 
sage of the superior quality 
of Nunn-Bush shoes to all 


America. 


, All America is beginning to 
weigh merchants and reject 
as unfit those who do not 
adopt the most modern 
merchandising methods. 


Turn-over is the test of:a 
shoe business. Four times 
a year is not too often to 
expect a properly merchan- 
dised stock to turn. 


To get this turn over you 
must carry a small, carefully 


it semi-weekly from a com- 
plete floor stock such as 
Nunn-Bush carry. 


If you are interested in mer- 
chandising shoes in the new 
way, ask us for details of 
the Nunn-Bush Plan. 





Nunn, Bush& Weldon 
Shoe Co. 


Milwaukee, Wis. 
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Merely an 
Eyelet — 

but Vital to 
Handsome Footwear 


The steel hooks and eyelets in Nunn-Bush 
Superfine shoes are first nickel plated and then 
covered with colored celluloid to harmonize 


with the shoe. They cannot rust or tum 
“brassy.” 


This in itself is a small detail, but it is this 
same care in selection of. materials and in 
standards of workmanship that has given Nunn- 
Bush shoes their reputation. 


Nunn-Bush Shoes are on display 
at the larger exclusive shops. 


NUNN, BUSH & WELDON SHOE Co. 
MILWAUKEE, WISCONSIN 







Nunn-Bush 
Style Book 
on Request. 
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Children’s Shoes of Known Standard Are Most Satisfactory 
Both to the Dealer and the Customer. 


TWO HEADLINERS IN STOCK 


' 

; 

Hi F 40 
F Special 


Your Children’s Department is Incomplete Without this Line. 


WILLIAMS, HOYT & CO. 
ROCHESTER, N. Y. 
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IN STOCK AGAIN 
Sofia No. 101 
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From Constantinople 


We are importing a Turkish slipper of unusual design 
and attractiveness. We have tried to give it an Ameri- 
can interpretation for the benefit of your woman cus- 
tomers. It is made entirely by hand, has a soft leather 
lining, beautiful pompom and silver embroidered vamp. 
We can supply you in black, blue, pink, red, tan, lav- 
ender, in sizes 2 to 8. Single pair cartons. Samples 


MOC Ic Ic 
x ix 


Cc 3 
oc 























F Pink, Copen Blue, Old Rose, Orchid, 
j Light Orchid, Lavender, Purple 


Hy $1.50 

is RED, BROWN, NAVY, MAROON, OXFORD 
4 $1.40 

Hi ORDERS FILLED AS RECEIVED 


CASE LOTS ONLY (3 Color Assortment) 
3% Off 10 Days 


(Rosemill Products) 
169 Livingston Street 





Fahy 


IN STOCK 


Ribbon Trimmed Moccasins 








and prices sent gladly. 


1 


KM-STONE IMPORTING CO- 


FOOTWEAR ORIENTAL” DOMESTIC 
12-14-16 East 22nd Street - New York 





Make Sie 
Out of Passersby 


Hugh Lyons fixtures are built 
to aid you in attracting buy- 
ers inside your store. 


They are found in the better 
class of stores because they are 








CANNO T 
RIP 








the work of men who thor- 
oughly understand the value 
of attracting attention. 


Let us send you our catalog 
showing our complete line of 
fixtures and wax and papier- 
mache forms. Our _ supple- 
mentary catalogs containing 
our, period designs will be 
mailed to you upon request. 




















| || MAID-RITE FELT SLIPPER CO. 


BROOKLYN, N. Y. 

















HUGH LYONS & COMPANY. 


04.4 ae = 1 9 ©) Oe ek ©) 2-70-99 9 23 -) © 
LANSING ~ MICHICAN 


NEW YORK SALESROOM CHICACO SALESROOM 
35 W. 32nd. STREET 234 S. FRANKLIN ST. 
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VEALS and VEAL SIDES 


In Popular and Distinctive Colors 


FOR 


HIGH GRADE SHOES 


Made from best class of 


raw materials obtainable 


MONARCH LEATHER CO. 
CHICAGO NEW YORK 

BOSTON 

U. S. A. 
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LOW 


COLORED Prices 


SIDE LEATHERS for 
i CO Shoes 


[F you want to be sure that you are buying shoes 
made from leather that we are selling on re- 
placement basis of the present low hide prices— 


—get your manufacturer to 


figure shoes made out of WILO 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, Ill. 
TITOTM OOM @LO LULL LUO LEITH OLE LE LLL ® LLU Eo 


o 














eel ier TTS 








THO On OU OU OU Ou 


= 


5 














THREE FAST SELLING 
SHOE DRESSINGS 


They are particularly in demand now-- 
and all are of “‘Griffin’’ quality 


GRIFFIN LOTION 

GRIFFIN ” In whi : 9 
n white, black, n, 
“R APID’ ’ GRIFFIN Havana brown, dot brown, 
“In ky Tub ” light- gray and dark gray. 

7 we Cl , softe: d polish 
BLACK . elt Kid leather. Contains 


A quick dye that dyes to a BLACK SHOE CREAM no injurious acids. It is to 


jet black any color leather, Polish ‘ liquid. k the leather what cold cream 
Leaves no disagreeable odor. lies - ny ee 20 Oye, seep is to the skin. 

3 oz. size, per gross, $22.30, indefinitely, remains soft to the last. 3 oz. Size, $21.00 per Gross, 
per doz. $2.00. Per gross, $15.00. Per doz., $1.30 $1.80 per Doz. 


GRIFFIN MANUFACTURING CoO., Ine. 
67-69 MURRAY STREET NEW YORK, U.S. A. _| 
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E | BOYS’ HIGH CUT BUCKLE SHOES 
For Enthusiastic, Hard Playing, Hard Fighting Youngsters—Brownstone 
= Elk, soft pliable, stock, 10-inch height, made extra full over instep. Full 
ize gusset sewed on both sides. Two full soles, 14 iron combined, oute 
olized. Sewed and nailed. Leather innersole. Cleancut workm 
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u PRE-INVENTORY PRICES 
Ey To Close Out A Limited Stock We Offer The = 
fe] Two Numbers Illustrated While They Last At g 
3 Pn QO QO Per 5 
o io 
= $ Eds Pair = 
. No. 70 No. 90 E 
o t fe] 
2 No. 90 In Lace No: 100 } In Button = 
3 Made of Genuine Tan Kid, Grain Innersoles, Goodyear a 
= Welt, with or without Rubber Heels. C and D widths, = 
= 6 to 11 sizes. = 
= fe] 
o Write or wire your order today to insure prompt z 
= delivery while we have a full run of sizes. = 
5 | 
E & SG B 
= Stock = 
= No. 90 MAIL ORDERS 1327 Washington Avenue NOVELTIES = 
o OUR SPECIALTY ST. LOUIS, MO. &STAPLES @ 
Fc Me Ms Ms = Ge MMe Me Me = Ee 3 








A SENSATION! 











The Clarke Foot Measurer 








































*‘It takes the guess out of 
Shoe Fitting”’ 


ig gives the correct length and width of 
the foot in one operation. 

It assures absolute accuracy of fit. 

It has an extremely favorable psycholog- 

ical effect upon the customer—convincing 

i him that your service, your store and your 

: merchandise are dependable. 


Clarke-Emerson Mfg. Co. 


Worcester, Mass. 
Write us—for the full story! 
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No. 400—Black Ke, Tea 
Socks Lining. Rubber Heel, zh) 
betagy arc boneubensuddde beets or 

to. so-iaes o Glased ‘Kid, Stock Ti, 
Sugiet Set’, 6-6 Enter teat, Hoary Oak 


FERN.& POOR CO. Inc 
i . NEWBURYPORT. MASS. = 
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FOR MEN 








Made to 
your order in 
any leather, 


One of 
our newer models, 
A perfect fitter. 


8 MMMM MMMM 





M. A. PACKARD COMPANY .. Brockton, Mass. 
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Buyers’ Easy Reference Directory 































SALEM, 





BOUDOIRS for 


MANUFACTURER and 

et better values. 
Black hand turned bou- 
doirs. Quilted sock lin- 
ing and large =, we 
2% 30Days poms. Sizes 2% to 8 


SALEM SHOE COMPANY 


NEW HAMPSHIRE 
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MYER T. ORNSTEEN SHOE CO. 





CHRISTMAS HAVERHILL, MASS. 
In Stock aa 
anufacturers 
Order DIRECT from of ene 


McKay Boots 

and Shoes. 
“The Shoe of 

Quality.”’ 


Fine 
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EXPERIENCE 
















Pad 
HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 


A YOUNG FIRM 










i RETAY VENTILATED FOOT 

oun DEVELOPER 
nt WELTS 

f Eminent Physicians claim it the 

: ALIFETIME OF THE ENTHUSIASM healthiest shoe ever marketed. 

‘| SHOEMAKING AND ENERGY OF ventnarions & house and play 


shoe. Practicable, 
economical and 
stylish. 


BURKLEY 
SHOE CO. 
1156 No. Main Street 
Brockton, Mass. 


PATENTED 








Retails, $2, $3.50 
See Your Jobber 

























; | St Marys 


i 332 Summer St., 





AND 


Kistler, Lesh & Co. 


SOLE LEATHER 


BELTING BUTTS 
TANNAGES 


Mt. Jewett Burke 





Muskegon 


Boston, Mass. 











FOREIGN 


Your overseas customer prefers to do business his wa 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 













BUSINESS. 


















Ik. Vici Oxford ......... 
k. Vici Blu. Oxford .... 
ip or Plain Toe, Cushion 

Widths Sizes 246 
idths C, D, E, 


lade to your order in 
36 pair cases only. 





Order Now 











3.25 
Rubber 


GENUINE VICI KID COMFORTS 
PRICED RIGHT 


a Vici Whole Quarter Pol. $4. 4 


PENTUCKET SHOE CO., Inc. 
HAVERHILL, MASS. 






Trade-marks in Foreign 
Countries 
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"THE “Wesleyan” model comprises many new feat- 
ures that enable the lady to complete a color theme, 
matching the costume, and completes the picture. 
The above model is of white buck, with a black calf 
trim, white rubber sole and heel. Also trimmed in 
red, green, tan, blue and brown. 

“EVERY PAIR A PICTURE” 
Striking combinations that are effective, shown in our 
line of Sport, Golf and Tennis Shoes. 


JACOBS & THATCHER Co. 


Makers of 
LADIES’ SHOES 


Fourth Avenue & Baltic Street BROOKLYN, N. Y. 


MoM MRL Me MS Me = 


“The Essex”’ 


eT ele MTT of 





A top grade shoe—selling big—at an attrac- 
= tive price. We are turning them out as 
fast as men and machinery will permit, full 
capacity. Therefore prompt delivery is 
assured—just when you say the word. Wire 
or write for prices. 


VICTORY SHOE CO., Inc. 
Manufacturers of Men’s Fine Welt Shoes 
18 No. Montello St., Brockton, Mass. 
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On the Rialto each little shop was a center for 
custom made work of a particular kind which 
could be obtained nowhere else. Especially was 
this true of footwear made for royally. 






The Rialto Shoe Factory in Lynn pro- 
duces novelty footwear, each model of 
which:is individual in design—excellent in 
construction—careful in workmanship and 
having a proven sales value. 







May we suggest getting in touch with us 






Rialto Shoes—Good-All-Ways 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 
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VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted i or a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


NORWEGIAN 
VEALS 


ts of Gallun’s specialty leathers— 
a heavy, ged, high - grade 
leather that is the sien choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 
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QUALITY 


Bes our Staunch . Leathers 











MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


As CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasin fo 

the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 


season’s fashionable shades. 


A. F. GALLUN & SONS CO. 


H. A. ELY, Manager, 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
11 EAST ST., BOSTON, MASS. 
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Foreign Credit---Minus the Sting 
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Insurance Against Foreign Credit Losses---A Selected Foreign Market for 
Your Goods---Latest Step Taken to Promote American Domestic 
Prosperity Through Greater Foreign Trade 


By H. E. OLSEN, American Manufacturers’ Foreign Credit Insurance Exchange, Boston 


Up to recent years the shoe manu- 
facturer has been so occupied with the 
home trade he has had no incentive to 
stimulate export sales. Now he has felt 
the need for a larger measure of knowl- 
edge on the financial responsibility and 
quality of his foreign customer, more 
nearly equivalent to the data available 
to him respecting his domestic market. 
It is not the custom, as it is in the 
United States, for the foreign merchant 
to look with any degree of tolerance 
upon a request for a statement of his 
assets and liabilities. He would be 
affronted at the “hardiness” of his in- 
quisitor and would probably decide to 
do business elsewhere. 


Necessary to Meet Competition 


Foreign credit insurance, though long 
wished for and discussed, did not begin 
to take definite form until three years 
ago when the Foreign Trade Commit- 


tee of the [Illinois Manufacturers’ . 


Association gave serious consideration 
to the subject in behalf of its members. 
The result of this study has. been that 
officials of that association, under its 
auspices, organized the American Manu- 
facturers’ Foreign Credit Insurance 
Exchange, a reciprocal company for the 
insuring of foreign credits. The For- 
eign Trade Committee of the Tanners’ 
Council also recently gave serious 
thought to some method insuring the 
foreign credits of tanners, and has ap- 
proved the plan of the Exchange. 

The insurance of foreign credits per- 
mits the exporter to be more liberal in 
the granting of credit, thus adjusting 
himself to his customer’s requirements. 
It enables him to compete on an even 
basis not only with other American 
manufacturers but as well with the 
manufacturers of other countries, who 
are in most cases not averse to granting 
reasonable credits to foreign customers 
in whom they have confidence. The 
manufacturers of this country have for 
some years been able frequently to de- 
mand cash in this country, but that day 
is past and we must needs adjust our- 
selves to meet the changed conditions. 


Insurance At Net Cost 


Insurance will be granted on foreign 
customers who have been rated by the 
credit department of the Insurance 


Exchange, which rating is based upon 
complete information bearing on the 
foreign buyer gathered from various 
sources of. credit information both at 
home and abroad. The member pays 
only for such service as he actually 
receives. 

Each member of the Exchange and 
every foreign customer will have a 
code number. Automatically the 
records of the Exchange will be kept 
of all disputes between importer and 
exporter, and it will not be long before 
the international crook, who today 
finds it profitable to raise unjustified 
complaints in order to come at a com- 
promise with the shipper, will realize 
that his.sharp practice will be demon- 
strated fully to the American export 
fraternity through the Exchange, and 
he will, through sheer force of neces- 
sity, revise his business methods to 
square with honesty. For he will find 
that he can not afford to be ill rated by 
the Exchange, which will be a force 
among American exporters. 


Three-Name Paper 


The attitude of the international 
banks toward this reciprocal insurance 
plan is, of course, favorable. They see 
that the application of the insurance 
to export shipments will give an assur- 
ance to exporters long needed, the 
natural result of which will be an in- 
crease in our normal export business. 
The insurance feature likewise adds a 
further safeguard to drafts discounted 
by them, for such discounted bills, 
backed by the insurance of the Ex- 
change, become three-name paper. 

It is plain also that the lowest pre- 
vailing discount rate should be ob- 
tained by the exporter in discounting 
his drafts on insured shipments. 


Foreign Market Guides 
The credit department of the Ex- 


*change has been at work for nearly 


a year, gathering and analyzing credit 
information on importers in foreign 
markets, including merchants, manu- 
facturers, public service corporations, 
plantations, etc. With the information 
collated on each buyer as a background, 
an insurable rating is given him at the 
Exchange. 

In the process of gathering the in- 


formation on the individual importers, 
it was early recognized ‘how valuable 
it would be from the merchandising 
standpoint to have the names of the 
importing merchants available in book 
form for quick, reliable reference. The 
world market was, therefore, divided 
into five zones, comprising Latin- 
America, Africa, Australasia, the Orient, 
and Scandinavia and Holland. The 
names of the selected importers in 
these various zones are listed, together 
with information showing their line of 
business and the insurance rating which 
the Exchange has given them. 


Picked, Pre-Analyzed Market 


The result is a series of Foreign Mer- 
chandising Guide Books providing the 
American manufacturer with a selected, 
literally pre-analyzed report, by cities 
and countries, of prospective customers. 
Here is presented a carefully selected 
list of possible buyers of his product in 
Cuba, for instance, and he may ap- 
proach those prospects with the assur- 
ance that they are good, solid houses. 
On these he may concentrate his selling 
efforts. To this list may be sent letters, 
circulars and catalogs with a minimum. 
of waste circulation. The waste in 
sampling will, through the use of the 
guides, be brought to a minimum. In- 
discriminate distribution of free samples 
in the past has entailed the loss of vast 
sums on the part of manufacturers. * 


Salesman’s Efficiency Increased 


To the export salesman, ready to be 
sent to Latin-America or Africa or 
elsewhere, the list of good customers in 
the territory to be covered will prove in- 
valuable, saving his time in the foreign 


territory and assuring him of his calling - 


on the desirable prospects in his line 
and avoiding the undesirable type. By 
the use of these Market Guides the 
expert manager will be able to analyze 
a new market before the salesman 
leaves instead of waiting for his reports. 


The Foreign Market Guides will be . 


in loose-leaf form, and monthly supple- 
ments will be issued containing addi- 
tions and changes in the status of for- 
eign buyers, with which the Exchange 
will be in touch through its various 
channels of information-gathering. 
(Continued on page 95) 
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1990 
Commodore Last. 
Havana Brown Kid 
Bal. Corded Tip. 

Widths B, C, D 
Sizes 6-11 
Price $7.50 











2990 
Same in Autumn 
Brown Kid. 


Price $7.50 
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SHOE x 
i 
Designed for the man who M 
wishes a Shoe that combines oH 
th e best of style and quality. < 
. 

—BY— ¢ 
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E. B. Piekenbrock | F: 

and Sons ( 
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DUBUQUE, IA. 



































No. B-120 


Black Satin Turn Anklette, 16-8, 4 LXV 
Heel, Aluminum Plate, Leather Lined. 
and D ee 3to8 








No. B-125 


Black Satin Turn Theo Tie, 16-8, 4% LXV 
Heel, Aluminum Plate. 
Cand D 3to8 
$3.35 








"POPULAR PRICED 
SATINS 


IN-STOCK 
Write or Wire Your Order Now! 














No. B-110 


Fine Grade Black Satin Turn, 1 Strap, 
Leather Lined, 16-8, 4 LXV Heel, Alumi- 
num Plate. Colors, Black and White. 


Cand D 3 to8 









No. B-140 


Baby Louis, Black Satin 1 Strap, Turn. 
Cand D 
Price $3.25 


Minimum Orders One Dozen Pairs 


TERMS 2% 10 days, net 30 days. Cash with{order 
1% extra discount, 


WRITEZOR WIREZTODAY 


HANNAHSONS 
SHOE CO. Black Satin Turn ni, heey TM 


16-8, 4% LXV Heel, Aluminum Plate. Col- 


IN STOCK DEPARTMENT ors, Black and White. 
‘HAVERHILL, MASS. dary tate 
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PRESENTING A SPECIALIST 
Francis S. Cutting Concentrates on 


Misses’ and Children’s Lines 


This is the day of the specialist—and 
it is most fitting that ‘“Frank’’ Cutting 
as he is everywhere known in the trade, 





FRANCIS S. CUTTING 
A Salesman Who Specializes 


and who has specialized on misses’ and 
children’s shoes all his life, should be pre- 
sented in our columns. He has recently 
established himself on the ground floor 


at 108 Lincoln Street, from which point - 


he will represent several factories which 
make up-to-date and high-grade staple 
lines of misses’ and children’s McKay 
footwear; he will sell to the wholesale 
trade of the United States. 

Some thirty years ago Mr. Cutting 
was employed to make children’s shoes. 
He worked for six years in Eastern fac- 
tories and has had a thorough knowl- 
edge of every part of shoe construction, 


from the cutting of the leather down to 
the shipping room. For the past 
twenty-five years he has sold children’s 
shoes to the jobbing trade of the coun- 
try. 
Regarding Children’s Shoes 

“The great trouble in the past with 
the misses’ and children’s shoes trade,” 
said Mr. Cutting, “has been that the 
public, as a rule, have not paid much 
attention to quality—the idea has been 
to get a foot covering at a low price, but 
the last two or three years has seen a 
change on the part of the people of this 
country. They have found that it is 





The shoe traveler whose picture 
appears in the circle above is 
Robert E. Lee, of the J. E. Tilt 
Shoe Company, Chicago, II. 
Mr. Lee was a recent visitor at 
Pittsburgh, Pa. He is a well- 
liked traveler who is always 
greeted with a warm hand-shake 
by brother travelers making Pitts- 
burgh. 

Send in your photos, boys. We 
want ’em for this department! 











better to buy a good shoe for misses and 
children. And is it not true that a 
child’s shoe is subjected to much harder 
wear and much severer tests than that 
of a grown-up? We all know that if 
there is a puddle of water anywhere in 
the neighborhood the child will walk 
through that puddle—whereas a man 
or woman will do all they can to avoid it. 


A Big Future 

“‘The lines which I carry are made of 
real leather—they are substantial shoes. 
My experience on these lines leads me 
to believe that there is a great future for 
a high-grade line of misses’ and chil- 
dren’s shoes at a price which will appeal 
to the buying public. 


At Medium Prices 


“The class of people who will buy my 
shoes are the ‘great majority of the 
American people—they want a medium- 
priced shoe, but a good shoe. They 
have experimented in the past and have 
found that it is more economical to buy 
a good misses’ and children’s shoe than 
it is a cheaply made shoe.” 





BASS WITH WATSON 


Will Cover Larger Cities of the 
Middle West 


Donald T. Bass, who for the last five 
years has been vice-president of the 
John Fenton Shoe Company of Colum- 
bus, Ohio, has become associated with 





Photo by White 


DONALD T. BASS 
‘With Watson Shoe Company 


the Watson Shoe Company of Lynn, for 
which concern he will cover the larger 


am rman snip Reid 
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MARSHAL 


Americas Popular Shoes Maintained 
Americas Popular Sports | 


“\" 


¢ Aye 25 omens ames oe } 


C.S. MARSHALL COMPANY 


BROCKTON, MASS. 
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cities of the Middle West. Mr. Bass is 
well known among the merchants of 
that portion of the country. Incident- 
ally he was one of the successful contest- 
ants in the Vode Kid contest conducted 
recently by the Standard Kid Company. 
Mr. Bass’ home is in Columbus. 


WITH BOSTON OFFICE 


Raymond A. Gillett Represents 
Nathan D. Dodge Shoe Company 


Raymond A. Gillett, formerly with 
the W. H. McElwain Company, is now 
representing the Nathan D. Dodge 
Shoe Company’s line of women’s turn 
slippers in New England with an office 
at 183 Essex Street, Boston. He comes 
with some experience in making shoes 
having been connected with the effi- 
ciency engineering department of the 
McElwain Company for two years. 





RAYMOND A. GILLETT 
With Nathan D. Dodge Shoe Co. 


Previous to the war, he was associated 
with Witherell, Dobbins & Co. of 
Haverhill, Mass., and later was manager 
of the advertising and sales promotion 
departments of the Boston branch of the 
B. F. Goodrich Rubber Company. 

The Nathan D. Dodge Shoe Com- 
pany feel that in selecting Mr. Gillett 
to represent their line in New England, 
they have chosen a man who will serve 
NewEngland merchants conscientiously 


and well; and one in whom they can. 


place confidence. 

Mr. Gillett says that he hopes he can 
maintain the same quality in his rela- 
tions with the trade as the Nathan D. 
Dodge Shoe Company puts into the 
materials and workmanship that go into 
its shoes. Mr. Gillett feels that he has 
a high standard to maintain. 


‘THE TRAVELING DEMONSTRA- 
TOR” 


Oldaker Designs Novel Display 
Method for Travelers and Mer- 
chants 


A novel demonstration and sample 
carrying grip has been designed by 
Alfred E. Oldaker, vice-president of the 
Jacobs & Thatcher Company of Brook- 
lyn, N. Y., and sent to their salesmen 
to use in displaying the merits and 
features of their ‘“‘tru-arch” shoes for 
women. 

When closed it has the appearance 
of the regular sample container, but 
upon raising the lid, the cover stands 
upright and represents a picture frame. 
By placing two shoes on brackets, it 
exhibits “every pair a picture.” The 
idea shown represents: the same idea 
featured in the “‘Recorder’s” advertis- 


TORY ARCH 


TRUE RCH 


a i 


ALFRED E. OLDAKER 


Vice-President of Jacobs & Thatcher 
Company 


ing columns, “Quality’’—‘“Style” and 
“Every Pair a Picture.” 


Shows Sample Attractively 

A dividing board ‘is seen on which 
the trade mark ‘“Tru-Arch” Shoe 
stands out, and under this board are 
compartments for several shoes and 
also the “ARCH.” A “Tru-Arch” 
shoe placed on this arch, it displayed in 
an attractive manner, and one which is 
sure to create interest. 

It is intended to extend the same 
idea as an incentive for the merchant 
to have a similar arrangement. Several 
pairs of shoes can thus be carried along 
by an expert shoe fitter in soliciting 
business from the consumer. It is a 
100 per cent American way of going 
after business. 

The publicity department has worked 
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out an interesting and educational 
campaign of many live features in a 
scientific outline of applying ‘‘business 
science and economics’ to the manu- 
facturing, merchandising and consum- 
ing of one of America’s greatest 
products. 


COMFORT SHOES SELLING 


Charles M. Cohen Representing 
Lunn & Sweet Company 


Charles M. Cohen, representing Lunn 
& Sweet Company in Michigan has 
no kick on the volume of business he is 
getting. He finds merchants not over- 
loaded with medium-grade shoes. This 
is especially true in the smaller cities 
and towns. They are pretty well 
cleaned up on low cuts. Warm weather 
has retained business in retail stores. 

“I have never known the time,” says 





CHARLES M. COHEN 
Selling Lunn & Sweet Co.’s Line 


Mr. Cohen, “When merchants would 
buy freely when they were not selling 
regardless of conditions. Neither have 
I ever known the time when they were 
selling that they would not buy. Shoe 
business is bound to be good for the 
boys on the road, because: there’ has 
been such little buying for the last six 
months that shoe stocks are becoming 
fairly well liquidated.” This is not a 
time to lay down, but keep the old ball 
rolling and serve your trade by urging 
them to place Spring orders so that 
they will have the merchandise when 
they need it.” 


Black New Salesman 
W. E. Black is a new salesman for 
the Richards & Brennan Company of 
Randolph, Mass. in California, Nevada, 
Arizona, Utah and Colorado. 
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“St. Nick” 
Bout 


Packed in holly 
covered cartons 














ERE is the St. Nick Boot, a prac- 
tical gift for children—an ideal 

Christmas feature for dealers. 
A boot that reflects the spirit of the season, 
attracts new customers and stimulates old 
trade. 
It has a bright holiday color, is comfort- 
able and serviceable. 








Made with a sturdy lightweight sole, heel 
pegs that prevent slipping, and special re- 
inforcements where the wear is hardest. 


Heavy fleece linings: keep the feet and legs 
warm in the coldest weather. 

Are you, Mr. Dealer, enjoying the holiday 
profits and plus business, which you are 
sure to find in stocking these popular St. 
Nick Boots? 


United States Rubber Company 
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A Study in Rubber Shoemaking 


A Little Journey to the Home of a Big 
Massachusetts Industry 


In this week’s Rubber Department, 
the retail shoe merchants of the country 
are invited to take a little journey 
through the factory of the Hood Rubber 
Company, Watertown. Thelarge group 
of four-story buildings forming the 
plant covers sixty acres, comprise 
2,000,000 square feet of floor space and 
house about 10,000 employes. 


The First Stages 


We begin our observation study 
course with the basement. Big cakes 
of the different kinds of rubber are 
seen here. A large building some dis- 
tance from the laboratory is used ex- 
clusively for experimental work which 
the laboratories plan. In the basement 
are stored great piles of crude rubber 
and commodities necessary for the 
manufacture or development of rubber 
footwear or automobile tires. : 

The laboratory is working on goods 
today which the company expects to 
produce in 1923 and 1924, but they will 
not produce at that time unless it is 
proved to their own satisfaction that 
the goods are right. 

The first stage is compounding rubber 
and necessary chemicals, and this com- 
pound is mixed so that the impression 
to the visitor was a mass of a dough-like 
consistency, which is later calendered 
into the proper thicknesses. 

A particularly interesting type of 
calender first attracted attention. This 
is located in the basement, and is a big, 
two roller, twenty-four inch frictioning 
calender, each roller revolving in op- 
posite directions and each heated to a 
different degree. On these rollers the 
cloth and rubber coating unite. Balls 
of raw Para rubber, just as the raw 
rubber has’ been treated by the turning 
stick and fire after coming from the 
tree, are kept in readiness. 


Rubber > abo 
The Market Situation - Prices and 
Style Infor mestiam - =race Notes 


Gauged to 1-1000 Inch 


An immense machine cuts sheet 
material into rubber heels; 


another 





Canvas Shoe Education 


“If the public is thoroughly 
educated to the advantages and 
economy of a canvas shoe, people 
may all take to wearing canvas 
shoes. If some of our educational 
campaigns make sales for the 
other rubber companies so much 
the better. Among us all, we may 
succeed in getting the people 
educated to the point where they 
will all be wearing rubber goods. 
And when that time arrives, the 
rubber men of America will have 
to find a different or a better 
product. 

“The Hood Rubber Company 
wants its competitors to be suc- 
cessful. If the other fellow 
creates a demand from people 
who are not wearing rubber shoes, 
it is good for us. We welcome 
other manufacturers in the field 
if they make'a good product. 
The only manufacturer we dis- 
like is the one who claims an in- 
ferior quality is good and suc- 
ceeds in selling some of his prod- 
uct, by which the wearer may be- 
come prejudiced against the 
whole rubber product. 

“There are hundreds of thou- 
sands of people who have not yet 
worn rubber footwear; there are 
probably a few million people in 
this country who have never 
worn a rubber-soled canvas shoe.”’ 
—G. H. Nason, Statistical De- 
partment Hood Rubber Com- 
pany. 
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cuts up trimmings. Experts gauge the. 
machines constantly for the required , 
thicknesses, these gauges recording to 
the thousandth of an inch. A cylinder 
into which dies have been previously 
cut stamps the frictioned material for’ 
soles. Yards of yellow, red, white, 
brown and gray rubber compound, 
which resemble putty, occupy a nearby 
table. 
Rubber Boot’s 36 Pieces 

The room in which these observa- 
tions have been- made is excessively. 
warm; the next basement room is 
cooler, and in this room layers of fric-. 
tioned cloth for the inside of rubber. 
boots are placed on long frames—as' 
well as Jersey and cashmerette cloth, 
used for arctic tops. Here is found 
cotton fleeced material for what are 
termed ‘‘warm lined goods.” In one 
section a man may be seen cutting out 
the leg for a rubber boot; another cuts’ ' 
out fibre soles from material made by 
the company. Machines cut out the: 
toe pieces, counters and various parts, 
for be it known that 36 pieces must be 
cut to make a rubber boot. Machines 
insert the eyelets, patented snaps and 
rivets. 

Taking the Cure 

By this time our journey brings us 
to the elevator, out of which is being 
rolled a great rack, adorned with 
miners’ snow white boots, with a yellow 
strip around the top. Great care is 
necessary in handling these goods be- 
fore the vulcanizing process has cured 
them to the proper consistency to with- 
stand hard wear. After a cure of, 
twelve hours, they are sent back to the| 
upper floor of the building to cool and: 
then to pack. Three shifts of men are’ 
necessary for the cure. 

On arrival at the fourth floor, the 
rubber material and lining which is 
frictioned on the basement rollers! 
comes through the floor on an automatic. 
roller contrivance called—‘“‘aprons.”’ In! 
this room are operated by hand great; 
dies to cut out soles. 2h 


Thousands of Dies 


There are dies of all sizes for cutting’ 
out filling and innersoles. To get an‘ 


































(Onverse 


*Men’s Ruff Shod’’—All rubber knee boots 
with extra heavy rugged soles. Reinforced 
heel and instep. 

White Sole and White top binding. Will 
stand a temperature of many degrees below zero 
without freezing up and getting hard. 











The Overshoe Season Is On! 


We're ready for it. Ready to, ship your orders on 
the dot. Ready to help you along the road to profits. 





“Ruff-Shod” 


You know our “Men’s Caboose” (used to be “Men’s Carrier”). 
You know how this sturdy, heavy-duty work rubber met with the 
lasting favor of its wearers. And you'll be glad to know the other 
members of the Converse Overshoe Line. 


Besides the three types of overshoes shown on this page, our Tire 
Sole Line comprises boots, pacs, leather tops and all-rubber gaiters. 
They’re all as distinctive in appearance as they are superior in quality. 

*“Women’sCrest” 
— Made of pure, 
“tempered” gum rub- 
ber. The heel is 
packed with layers of 
real leather to deaden 
inside friction and to “Women's Crest” 
prevent the heel from m is 
being scuffed away. A window in the heel lining shows 
this patented leather feature, a sure sclling argument. 
Built both for style and service. 


**Men’sCaboose” — We changed the name, but all the 
quality and toughness of the famous “Men’s Carrier” is 
still there. Your customers have learned to recognize 
the White Top Binding and the Pure White Sole—they 
know it and they like it. 





“‘Men’s Caboose”’ 


CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 
Makers of “Big Nine”’ Outdoor and Athletic Shoes, ‘‘Ace-Hi’’ Mining Boots and Pacs, etc. 
Service Branches: 

New York—142 Duane Street Chicago—618-626 W. Jackson Blvd. 
Philadelphia—20 North Third Street 















oe | ee, a” | i eee, oe | ee ee Ee 








Dec. 11, 1920 


idea of the number, we start with the 
figure 36, which is the amount required 
for one shoe; we multiply 36 by two, 
and then by the size of every shoe made, 
which is from an infant’s size of 34% 
to a man’s size of 15. 

The making room, also on the fourth 
floor, is an interesting one. The various 
parts are assembled here; large quanti- 
ties of small wooden heels, duck covered, 
some have just had rubber toplifts 
attached. Edges and bottoms of the 
shoes are rolled here by machine; after 
the soles have passed under. the big 
roller twice they are pretty firmly 
attached to the uppers. 


Making Pneumatic Heel 


In another section, the sole, heels, 
sole forms and fabrics are stuck to- 
gether. Toe tips are here cut out. In 
making a pneumatic rubber heel an 
incision is made in the heel near the 
shank and a small string inserted where 
the sole and heel join; this string comes 
out through the small heel opening 
and through this opening the air finds 
a channel, thus emphasizing the pneu- 
matic feature. These heels are made 
by a moulded process; they are at- 
tached to the shoes by. the makers who 
have previously fitted the uppers and 
other pieces of the shoe over aluminum 
lasts. ; 

Delicacy of Handling 


On the third floor, died-out soles are 
run through a testing machine. There 
are no third quality shoes, only firsts 
and seconds. The cloth uppers of 
canvas shoes, also the linings and coun- 
ters of arctics and gaiters, are put to- 
gether on this floor. The stitching 
machines are located here, which are 
operated by women, whose work is 
highly appreciated, especially on the 
white canvas footwear, which re- 


quires a delicacy and dexterity of 
handling. 
Cutting Soles 


There are three different methods of 
cutting soles. One is an automatic 
machine for everything that is termed 
a regular sole. The hand cutting of 
soles is divided into two classes, one 
method is designated as regular cutting 
and one method embodies soles where 
special skiving is necessary to produce 
the proper roll or turn on the edge. 

In the outsole cutting room, the 
volume depends entirely upon the 
quality of stock and style of sole to be 
cut. 

From the first construction step— 
that of pattern making—to the last 
step—the packing room—the study is 
an interesting one and the observer 
has gained a liberal education from his 
visit to a big Massachusetts industry. 


New Vulcanization Process 


It is reported that a new process for 
vulcanization of rubber was outlined 
in paper read by S. J. Peachy at recent 
meeting of Manchester branch of the 
Society of Chemical Industry. It is 


- stated that the new method consists in 


treating substances alternatively with 
sulphur dioxide and hydrogen sulphide 
gases. 


Report from Java 


Java rubber estates have had a satis- 
factory first half year. Many crops 
were disposed of in advance. In the 
meantime the general adjustment of 
prices has set in. In how far the price of 
rubber is down to a level which means 
an actual loss is hard to judge, as accu- 
rate, up-to-date production costs are not 
yet at hand. 
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FOREIGN CREDIT---MINUS 
THE STING 
(Concluded from page 87) 


Both the foreign credit insurance and 
the Market Guides will enable the 
manufacturer to engage with greater 
confidence in direct selling. The sequel 
to this will be a closer touch between 
manufacturer and importer, with an 
improved business understanding, re- 
sulting in an advancement of the in- 
terests of both. It will promote greater 
sales through more intimate knowledge 
of the customer’s requirements and the 
latter’s fuller familiarity with the ex- 
cellence and yariety of the manufac- 
turer’s line. It will advance the trade 
mark prestige of the manufacturer, -and 


_ he will,- through his direct contact, 


build up good will with his customer 
which no outsider can destroy., 


Competition To Be Keen 


“Uruguayan merchants. declare,” 
says the newspaper E. Dia of Monte- 
video, ‘‘that American manufacturers 
persist in holding them to severe con- 
ditions regarding terms.’’ It adds that 
unless a more liberal attitude is as- 
sumed in the matter of terms by United 
States manufacturers, trade with that 
nation will diminish, now that the 
European market is open. 

In the past the careful extension of 
credit by American manufacturers has 
been based upon a proper policy of 
sound business caution. The customer 
lived far removed from our shores and 
exceptional safeguards had to be taken 
to prevent losses through ill-advised 
credits. - Foreign credit insurance will 
afford proper protection to the manu- 
facturer and will enable him to extend 
such terms as are dictated by the local 
conditions which the importer must 
meet. : 





A Big Massachusetts Industry—Plant of Hood Rubber Company 
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“ANKLETTES” In Stock 


THREE STYLES FOR AT ONCE DELIVERY 
Also Two Popular ONE STRAP MODELS 


ALL BLACK SUEDE 
No. B242—All black suede, with 16-8 
black suede covered Wood Louis Heel. 
AOE os vengaec guavasaedan ie) tia oe $7.75 


BLACK KID—SUEDE INSERT 
No. B241—Black Kid vamp and fox, with 
black suede ankle and instep strap insert. 
Black Kid under cut-out. 16-8 kid cov- © 
ered Wood Louis Heel. Turn..... $7.75 


BROWN KID—SUEDE INSERT 


No. B240—Brown Kid vamp and fox, 
with brown suede ankle and instep strap 


No. B243—All Black Suede, One-strap 
Model. 16-8 Black Suede Covered Wood 
Louis Heel. Turn............... $7.25 
















insert. Brown Kid under cut-out. 16-8 
No. B245—All B Suede, One-Straj 
to Brown Kid covered Wood Louis Heel. Madel. 16-8 | sm Suede me | 


WM 5s Sc t dtkndacenpedsagecannt $7.75 Wood Louis Heel. Turn......... 
Snap Up Your Salee—ORDER TODAY! 
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Terms: Net 30 Days 














JOY, CLARK & NIER, Inc., Rochester, N. Y. 
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“THE HOUSE OF JOBS” 


offers 
For Immediate Delivery a Limited 
Amount 
of 
La Crosse 4 Buckle Cloth Arctics 


(First Quality) 


$2.60 Per Pair 


First Quality, Short Boots 
$2.90 Per Pair 


Sizes 6 to 12 
Terms: 5%, 10 Days. 










F.0.B. Chicago 


Ball Band 
4 Buckle Cloth 
Arctics 


$2.88 


Men’s, Women’s and Children’s Shoes For Your Coming Per Pair Footwear Specialties For Your Coming 
Cat Price Sale 


Cut Price Sale 


WEIN SHOE COMPANY 


116-118 So. Wells Street “*The House of Jobs” Chicago, Ill. ~ =| 
Pe MET DLL PALL LLL LLL LL LLL EL LL LLL ALL ALLS Lh LLL ULLAL 
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Leather Trade Quiet 


Purchases of Offal Principal Feature---Shoe 


Manufacturers Show More Interest 


Shoe manufacturers are purchasing 
small quantities of leather although the 
aggregate of sales amounts to more than 
a month ago. The volume is not large 
enough to have much effect owing to the 
amount of leather on hand and some 
good bargains in the way of price are 
still possible. A well-known tanner 
told the writer within a few days that 
he could buy leather cheaper than he 
could make it’today. Another tanner 
stated that it cost 10c a foot more to 
produce upper leather than it did before 
the war outside of the cost of raw hides 
and skins. 

It is many years since the market has 
been subjected to such a prolonged dull 
spell and this in spite of the fact that 
there was a large amount of leather sent 
abroad within the twelve months. While 
our export tradé is not as large as it was 
a year ago it is still a very important 
feature of the business compared with 
what it was prior to the war. 

There are all sorts of opinion and 
speculation as to when business will 
show a decided improvement. Some 
are inclined to place the date farther 
along than others, but many are agreed 
that the holding of the big convention 
at Milwaukee coupled with the clear- 
ance sales customary in January will be 
followed by a period of greater activity. 
In spite of the low prices which have 
been prevailing in most lines of upper 
and sole leather shoe manufacturers 
have not added materially to their stocks 
and are waiting for orders before stock- 
ing up in leather. 


Calf Leather 


Calf leather has shown no material 
change in price. There have been 
more inquiries for calf and some Euro- 
pean buyers have been visiting the 
market and have made some purchases. 
There have been some fair,sales of veal 


and kips, chocolate shade, at 30c per 
foot. Good calf leather can be obtained 
today at around 50c, some special tan- 
nages bringing more money. Snuffed 
skins are quoted from 30c to 50c. Full 
grain colored chrome calf of the best 
stock brings 60c a foot or more. 
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of Leather 
Supplies and Prices 
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Side Leathers 


More interest is being shown in side 
leather and buyers have been looking 


for cheap lots or something attractive 


from a price standpoint, realizing that 
the time is nearly at hand when they will 
need larger supplies of leather. The 
best tannages of colored chrome side 
range from 30c to 45c, combination and 
bark tanned sides 20c to 35c per foot. 
There has been less attention given to 
the fancy finishes of late. 


(Continued on page 126) 








Comparative Leather Prices 


While there is no standard of leather quotations today in view of the wide range 
and absence of active trading, we give herewith a list of prices of reported sales 
as compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 


Nov. 15,1919 Nov. 15, 1920 
Calfskin (suede)............. Sia WA Let sane rr e oe $1.35 @$1.60 $0.75 @$0.80 
SEE ETS SEL AOL A ETO 1.35@ 1.50 .60@ .70 
I sass ads abd msi 1.15@ 1.40 50@ .60 
Glazed kid (colors, best quality)............... 1.35@ 1.60 -70@_ .85 
Glazed kid (medium, black and colors).......... —@ 1.10 45@ «55 
Glazed kid (cheap to medium)..........:...... .20@ .60 —@ .45 
PI AMID TOME oss ob cingd ab bod ec eters 60@ .90 30@ .45 
gS) Ces Pe SP PEPE oy 55@_ .80 —@ .35 
RS 2 eR rere rrr ei ree -60@ _ .80 —@ .A0 
TM on a hg 5 2. bets oe g, Sia F 516 24 enk a -.90@ 1.15 55@ .60 
Patent leather sides), No. | Jsii.cci scsi. 5asscwnonde 1.00@ 1.05 50@ .60 

Sole Leather (Price per pound) 
CT Rs ie. as wa acthcelnea neta $0.56 @$0.57 38@ — 
Hemlock seconds (mid)...............0eeeeeee08 54@ .55 34@ — 
Ney gn Wel meet Pee EEE PE Oe 84@_ .55 A8@ .50 
eR ns vnesacanue céddawaesane .95@ 1.05 -75@ .90 
RN POs hg POR Sain) daltons Ads delctWew se idee 82@_ .84 50@ .60 
Raw Hides and Skins (Price per pound) 

Native steers, as used in sole leather, harness, etc... $0.44 @$0.45 —@$0.21 
Heavy Texas steers, for sole leather............ 35@ _ .37 —@ .16 
Light native cows, for side upper leather......... A2@ «44 —@ .15 
Branded cows, for light sole leather.............. 35@ .36 —@ .13 
No. 1 buffs, for heavy upper and side leather...... -28@ .30 $0.10@ .12 
No. 1 Chicago City calfskins, for fine calf leather 60@ .77% 10@ .20 
Kips, for upper leather..............0.020eeeede A3@_ .60 10@ .17 
B. A. hides, for hemlock sole leather............... —@ «.43 1I9@ — 
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BOOTS 
<= 


IN STOCK 


X163—Black Kid Welt 
$7.00 
X433—Brown Calf Welt 
$7.25 
X473—Brown Kid Welt 
$8.75 


X1+73—Black Kid Welt 
$7.25 


X4—73—Brown Kid Welt 
$8.75 


X123—Black Kid Welt 
$7.00 


X443—Mahogany Calf Welt 
$7.25 


AT “MEET-THE-TIMES” PRICES 


HE four styles pictured represent 
seven different boots which are ready 
in our stock department for your order 


to rush. 


From these you can fill practically every 
call of your customers. In other words 


we are offering you the essential styles of 
the times. 


If you are looking for low priced mer- 
chandise only, do not consider these 


shoes. 


They have been carefully repriced in 
proportion to the quality that is in them—_ 
that must be in every shoe branded 
La France. 


Williams Clark & Company 
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RETAIL TRADE GOOD 


Partial Boom Experienced in Mil- 
waukee 


While there are no material develop- 
ments in the shoe trade locally, so far as 
the manufacturers are concerned, the 
retail business is having something of a 
boom, and this is ascribed to a revival 
of buying coming in with the Dec. 1 pay 
day, which found but comparatively 
few Milwaukeeans unemployed. The 
revival is general, and as noticeable in 
the dry goods and clothing lines as in 
the shoe line. That the two will go 
hand in hand is the opinion of Milwau- 
kee shoe merchants, they stating that 


when the buyer’s strike ends, it will find | 
the public pretty well “‘strapped’’ of © 


necessities of every description, and as 
long as they resume buying they will 
resume on new shoes to go with the 
equally long-deferred new _ clothes. 
Christmas season business is going to 
be good, according to the shoe men. 


Asks Aid for Legislators 


Oscar H. Morris, state senator-elect, 
and secretary of the Wisconsin Federa- 
tion of Retail Merchants, in a special 
letter to retail merchants this week, 
urged them to get acquainted with their 
state legislators and congressmen. The 
grist of legislative sessions this Winter is 
expected to bring out a big crop of new 
legislative effort, particularly because of 
the conditions brought about by the re- 
adjustment period, and Mr. Morris, who 
recently addressed the Milwaukee Shoe 
Retailers’ Association on the subject, 
believes that it is not only fair but quite 
proper for the merchant to give the legis- 
lator all possible aid in connection with 
finding out what is really needed, or 
what should be eliminated among the 
laws affecting business. 


Hearing Planned on Wage Law 


The Milwaukee Association of Com- 
merce has invited the Milwaukee Shoe 
Retailers’ Association to be represented 


Manufacturing, and 


m 


MMMM 





YY — 


Femillbar si INS vn ae Mm Mrmr in 
he 
: a ie tee 


News in ioe Markets 
eae tne Claes’? 
America’ s Shoe 


Milwaukee 


at a hearing that will be held this month 
with the State Industrial Commission, 
on the subject of a petition from the 
Wisconsin Federation of Labor, the 
Home Economics Council and the Cen- 
tralized Organization of Charities ask- 
ing for a 44 minimum hour rule for 
women labor. The state commission is 
empowered to issue orders on this sub- 
ject. It will also be asked to fix a new 
minimum wage rate, which is now 22 
cents an hour, but just what the pro- 
posed new minimum is, the petitioners 
have not yet revealed. Manufacturers 
of shoes will also be present at the hear- 
ings. State association leaders in both 
retail and manufacturing lines are work- 
ing hard to get adequate representation 
of all interests to attend the hearings. 


Caring for Unemployed Labor 


That Milwaukee shoe manufacturers 
have been able to reward some of their 
faithful employes by securing for them 
positions in other plants, when the 
slump caused shut-downs or reductions 
of numbers, is revealed with gratitude 
by a number of the employes so affected. 
Recently one of the factories sent as 
many as three or four employes at a 
time to another shoe plant, where help 
was needed. Bank statistics state that 
the Milwaukee factories are now aver- 
aging 42 per cent of capacity under 
operation and with an increasing ten- 


‘dency. The last-poll-wastaken-ten days 


ago. 


Planning to Close One Day 


During ‘‘Clerk’s Day”’ at the national 
shoe merchants’ convention here in Jan- 
uary, retailers’ stores will be generally 
closed, and possibly all on the same day 
of convention week, to give the em- 
ployes an opportunity to visit their 
special departments at the Auditorium. 
It will not be possible to close the shoe 
departments of the department stores, 
but a large number of the individual 
merchants have signified their intention 
of closing. A post-card poll is being 
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made to get exact data on the proposi- 
tion. 


Shoe merchants in the Fox River val- 
ley, including Oshkosh, Neenah, Men- 
asha, Fond du Lac, Appleton and Green 
Bay, are active in a project to establish 
a united credit bureau, this also to in- 
clude other lines of retailing. 


Salesmanager Resigns 
W. P. Cruse, salesmanager of the 
Chippewa Shoe Manufacturing Co., 
Chippewa Falls, Wis., has resigned, 


effective with the new year, and will © 


probably enter into business of his own. 
Before becoming salesmanager, Mr. 
Cruse traveled for the Chippewa Co. 


Shoe Store Changes Hands 


The Brey-Zander department store 
at Algoma has been sold to the Bach- 
Dishmaker Company, consisting of 
Roland Bach of Kewaunee, and Charles 
Dishmaker of Luxemburg, Wis., both 
experienced in the retail shoe business. 
The shoe department in the store will 
be materially extended under the new 
ownership. 


Repair Shop Moved 
E. H. Poyer, 71 South Main Street, 
has moved his shoe and repair store to 
22 East Second Street. 


Racine-Veteran Dies 

The retail shoe merchants of Wiscon- 
sin, particularly the old-timers in the 
business, are mourning the death of 
Jacob Lau, who died at his home, 1522 
State Street, Racine, last week. When 
Mr. Lau came to Wisconsin in 1881, he 
first secured employment in the old 
Miller shoe factory. They called them 
“shoe factories” then. Later on, he, 
like many of the present day shoe mer- 
chants, ventured out for himself, and as 
was customary, opened a shoe repair 
shop, gradually accumulating a good 
stock of shoes with the rapid turn-over 
of a small capital. Later on he returned 
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Where to Buy 


Women’s Shoes 














FOR THE. 
HOLIDAY 


$175. Ter T 5 
5 erms, 
SILVER SHOE 


Fine kid Boudoir Slippers in stock for imme- 
diate delivery, made of 
able in B 


10 pa gp 


best materials obtain- 
——" Blue, Red, oo and Tan. Order 
ees St .45, Colors 


0. ‘Haverhill, Mass. 








and All Leathers. 


COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS ~ 


Stra 
Te ia Bink sone Satin 


Factory, 118 Phoenix Ro 
Haverhill, Mass. 





Boston Office 
110 Lincoln St. 








620 Atlantic Ave. 


Juliets, Oxfords, a 
Flexible W 


men’s slippers. 
TIMSON BROS., Inc. 
Boston, M 


SIXTY STYLES OF 


COMFORT SHOES - 
IN STOCK 
Polish, Sandals, eto 


and warm 











Makers of 


Boston Office 
207 Essex Street 


PHILLIPS-CRAM “. 


Women’s Turn 
Slippers 


276 River St., Haverhill, Mass. 













BOUDOIRS IN STOCK 


IMMEDIATE DELIVERY 

Black Cab, $1.25. Black — $145 
Terms 5% 10 Da 
Samples on Request. 


Sold in a Quantity 
ESSEX SLIPPER CO. 


Haverhill, Mass. 








BOUDOIRS 
Blacks, $1.35, $1.40 and 
$1.45 Grades 


Colors, . $1.50, $1.60 
Jo N E. McNAMARA 








Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln St. 














Higrerll Base 





Boston 
147 Lincoln St. 


E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 
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to factory life, in the shoe department 
of the Philbrook tannery and shoe man- 
ufacturing plant. Max and William 
Lau have for the past five years owned 


SALES HELD BY JOBBERS 


Unusual Methods Resorted to by 
Wholesalers 


A number of Chicago wholesalers are 
resorting to unusual methods in their 
efforts to lower their stocks of merchan- 
dise previous to January Ist. In the 
window of one wholesale shoe house on 
Wells Street is a large sign as follows: 
‘Welcome Stranger. This is Price Re- 
duction Week. Bargains in Every De- 
partment.” 

In another prominent wholesale shoe 
house is a large muslin sign printed in 
colors announcing tremendous reduc- 
tions on all short lots and on a number 
of regular lines. The salesmanager of 
this concern says the sign, with special 
advertising sent out by mail, has had a 
wonderfully stimulating effect. 


**Merchandiser Who Has Not Taken 
a Loss Has It Coming to Him!”’’ 


A prominent Chicago wholesaler, in 
speaking of conditions in the industry 
at the present time, said, ““There are lots, 
of special prices being advertised in de- 
partment stores and exclusive stores 
selling every line of wearing apparel. 
An investigation of these special sales 
too often reveals the fact that the spe- 
cial prices pertain only to short lots, 
stale merchandise, and lines which are to 
be discontinued. Prices on new, clean, 
wanted merchandise do not show any 
material price reductions. Every man 
in the merchandise business whether he 
be manufacturer, wholesaler or retailer 
should realize that a loss must be taken 
and if he has not already taken it, he has 
it coming to him. The longer he waits 
the more he is likely to suffer.” 


Playing 100 Per Cent Safe 


In a letter to their salesmen the A. J. 
Doyle Shoe Company, after pointing 
out the fact that the big merchants have 
been staying out of the market and not 
making Spring purchases, makes this 
statement, “There is not a question 
about a great many of these stocks being 
reduced below normal. They will have 
to be replenished if the concern expects 
to keep up the normal business. A man 
has to take some chances. He cannot 
play 100 per cent safe «ll the time. 
Neither, however, does he have to take 
a big gamble. If all the jobbers and re- 
tailers who have been staying out of the 


Chicago 
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and operated the retail business which 
eventually developed, Mr. Lau becom- 
ing ill and remaining incapacitated until 
his death. 









market come in after the first of the year 
it is a safe bet that some of them are 
going to be disappointed in securing de- 
sirable merchandise for their Spring use. 
It is safe, therefore, for merchants to 
place reasonable orders with a concern 
that has its shoes on the floor and to 
place those orders now.” 


Bottles Advance 40 Per Cent 


Polish manufacturers have their 
troubles along with the rest of us. In 
spite of the fact that other commodities 
of the shoe industry seem to be decreas- 
ing in cost, shoe polish manufacturers, 
according to Chirs A. Zoes, manu- 
facturer of shoe polishes and dressings, 
says that bottles have increased over 
40 per cent in recent months. Not 
only this but bottles are hard to secure 
at any price. 


Retail Trade Quiet 


Business in retail stores of Chicago 
during the past week has been quiet, as 
compared with the corresponding week 
of a year ago. Last year at this time 
the ground was covered with snow and 
all the retail stores were very busy. 
During the past week weather has more 
resembled May than December. Mer- 
chants are endeavoring to stimulate 
business through price reductions and 
special sales, but the. public are appar- 
ently buying only what is necessary in 
all lines of wearing apparel. 


Anderson & Brothers Cleaning 
House 


Anderson & Brothers, Michigan Ave- 
nue and Washington Street, advertised 
a sale in the shoe department at $7.50 a 
pair. In this sale were included shoes 
that have sold as high as $16 and $18. 
These were of course lots which they 
expect to discontinue. Prices on regular 
lines were reduced in proportion to new 
prices named by manufacturers. O. D. 
Strayer, manager of the shoe depart- 
ment, said, “We are endeavoring to 
clean house absolutely. We do not ex- 
pect to have a pair of shoes in this de- 
partment on January Ist that were pur- 
chased prior to September Ist. We pre- 
fer to take our loss now and have the 
money to reinvest rather than to take 
our loss at inventory time and take 
chances on selling the shoes afterward 
on the basis of the new inventory price. 
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While prices may not go any lower we 
do not think they will go any higher and 
new merchandise always sells better 
than merchandise that has been carried 
over.” 


A Peculiar Court Action 


A peculiar case in Chicago court last 
week was that of A. H. Simmon against 
Mr. Barber, editor and owner of the 
Chicago Advocate. Some time ago Mr. 
Simmon advertised in the paper which 
goes to colored people but decided that 
it was not a paying proposition and quit. 
A week ago Mr. Barber, editor of the 
paper, placed a man in front of Mr. 
Simmon’s store who passed out hand 
bills as follows: “Notice to colored 
people. Stop—Stop—don’t spend your 
money with the white man who refuses 
to employ colored clerks.’’ Mr. Simmon 
had Mr. Barber arrested for passing 
bills without a permit. The court fined 
Mr. Barber and warned him against 
further annoyances of this kind. 


Chicago Shoe Traders Association 
Preparing Milwaukee Display 


R. C. Booth, secretary of the Chicago 
Shoe Trades’ Association, and the com- 
mittee having in charge the joint display 
at the Milwaukee Convention are busy 
completing their plans for that event. 
This is the first time the Chicago manu- 


SPRING ORDERS PLACED 


Advance Bookings Made in Volume 
by Manufacturers 


The significant feature of the market 
for the week just past is the rather sud- 
den and satisfactory receipt of a large 
volume of Spring orders by the local 
manufacturers. The size of the book- 
ings shows that merchants are covering 
their needs for Spring business. The 
greater portion of the orders received at 
this time are for staples. The selection 
of semi-novelties and novelties is being 
put off until the Milwaukee convention 
in virtually every case. Manufacturers 
here feel that they can speed up their 
output from this time on. With suffi- 
cient bookings to keep them busy until 
February Ist, in practically every case, 
they are reasonably certain that orders 
received between now and that time 
will keep them going throughout the 
usual normal running period. The con- 
ditions in both branches of the trade 
are regarded by the local manufacturers 
as being greatly improved over those of 
a few weeks ago. 





Cincinnati 
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facturers and wholesalers have .made 
a display in a co-operative way as 
a market proposition. Twenty-five 
manufacturers and wholesalers will be 
represented in the joint display. All 
efforts will be bent towards making 
Chicago stand out supreme as a shoe 
market. There will be uniformity in 
decorations and furnishings throughout 
all the booths occupied by the Chicago 
representatives. 


A statement issued recently by the 
Scholl Manufacturing Company says: 

‘A man representing himself as E. R. 
Bails and carrying credentials to prove 
himself a representative of The Scholl 
Manufacturing Company, Chicago, has 
been approaching shoe merchants in 
Baltimore, Md., and after gaining their 
confidence by this means, asking them 
to cash personal checks which were later 
returned by the banks marked ‘no 
funds.’ 

“An E. R. Bails was associated with 
the firm from May to September, 1919, 
but is no longer with them and any mer- 
chant who encounters the man using 
these identification papers should have 
him apprehended at once, notifying the 
Scholl Manufacturing Company, 213 
W. Schiller Street, Chicago, who will 
have him prosecuted to the extent of 
the law.” 





Retail Business Picks Up 

The retail business here during the 
past week has been very satisfactory, 
according to the managers of the various 
stores. The week following Thanks- 
giving Day is usually expected to be a 
little off in volume, but the last few days 
of the week showed totals that are ex- 
ceptional with many of the local retail 
merchants. December has started off 
with showings that are seldom equaled 
and they are expected to exceed last 
month. This is especially true at the 
stores where special offerings are being 
made. Basement departments here are 
doing unusual business, and the demand 
on the whole is running toward the 
medium grades of footwear. 


No Upheaval, Says Manufacturer 

One prominent local manufacturer 
stated this week that he has noticed a 
rather general tendency on the part of 
the retail merchants to believe that the 
coming of January Ist will bring with 
it unprecedented changes, that the bot- 
tom is expected to drop out of all prices, 
and that there will be a general up- 
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Where to Buy 


Women’s Shoes 

















FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 
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ALGIER SHOE MFG. CO. 
ier Phoe 
PARIS NSFACT! wEW Onn 


Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 






















Girls’ “Spartan” Shoes 
Boots and Oxfords 


Plenty in Stock 
Send for price list 
Factory Direct to You 


eae me og co. 
Lynn, Mass. 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
BOOTS, OXFORDS 
‘AND SANDALS 
Cushion Sock Lining 
Widths, D, E, EE 
THE 
FERN SHOE CO. 
4l Water St. 


















Nit hice all om es 











* ae ° 2. 
No. 300, - *“ Front GoreOx. 2.60 
No. 500, ad 4 y 
No. 25, ” * Comfort. . . 2.00 
BRANDAU SHOE COMPANY 
Detroit, Mich. 
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Where to Buy 


Men’s Shoes 




























































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 
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Gentlemen’s 
Shoes 
A.E. Nettleton Co. 
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heaval in the shoe industry. But, ac- 
cording to this same manufacturer, 
such a belief is unfounded. Instead of 
changes for the worse, more normal 
conditions are looked for with the be- 
ginning of the new year by this manu- 
facturer. 


Special Train to Milwaukee 


A special Cincinnati- Milwaukee train 
has been arranged for. It will convey 
the manufacturers and retail merchants 
from Cincinnati and vicinity to the Na- 
tional Convention, leaving here on the 
evening of January 9 and arriving in 
Milwaukee the following morning. Res- 
ervations are being handled by Henry 
Hagemann, secretary of the Ohio Val- 
ley Retail Shoe Dealers’ Association. 
Mr. Hagemann’s office is at 412 John- 
ston Building, Cincinnati. 


Wool Hosiery Sells Well 


The sale of woolen hosiery this Fall 
has run into figures of considerable size. 
The Potter Shoe Company, realizing 
the value of such a department, only a 
few weeks ago opened two new hosiery 
departments, one on the first floor car- 
rying men’s and women’s lines, and the 
other on the second floor in conjunc- 
tion with the children’s department. 
The Smith-Kasson is another that has 
done a splendid business in hosiery of 


ADVOCATES GOLDEN RULE IN 
BUSINESS 


Says a Lynn manufacturer: 

“T’m pleased with that new slogan— 
‘Shoes and Service.’ I’ll not pretend it’s 
my own. It is good enough for every- 
body to use. I hope the entire shoe 
trade takes it for a slogan in 1921. -We 
all know what shoes are, and we've de- 
veloped shoes very highly. But do we 
a!! know what service is—that is, service 
in the highest sense? To my mind, serv- 
ice means providing the customer with 
shoes when he wants them, and as he 
wants them, either of the style he de- 
sires, or the price he desires. 

“Shoes and service mean the applica- 
tion of the golden rule to business. And_ 
I’m enough of an optimist to believe 
that we are going to have more of the 
golden rule in our shoe business in the 
future.”’ 


PUMPS AND OXFORDS SELL 
BEST 


Suede Straps and Russia Calf Lead, 
Says Manufacturer 

Suede strap pumps and Russia calf 

oxfords, with two buckle fastenings, sold 





_ Lynn 





this type. The woolen hose vogue is 
considered by the local retailers as hav- 

’ ing come at a very opportune time. It 
has been the means of moving stocks 
of low shoes which would have had 
their effect upon the inventories had 
they remained on the shelves. 


Leather Company Moves Office 


On December 1 the local branch of 
the Richard Young Company moved its 
offices from 803 Sycamore Street to 
232 East Eighth Street. A card an- 
nouncing the change was mailed by 
Manager J. E. McDonald to all of his 
friends and customers. 


Expects Business Improvement 


W. T. Dickerson, vice-president of 
the P. Sullivan Company, returned this 
week from a trip to New York and othcr 
Eastern centers as well as from a visit 
to Chicago. Mr. Dickerson is well 
pleased with the outlook and expects 
business to improve from this time on. 


Salesmanager Reports Orders 
Booked 


John Brown, salesmanager of the 
Scheiffele Shoe Company, returning 
from Chicago and Cleveland this week 
reports the receipt of healthy orders. 
He is optimistic and expects rapid im- 
provement in the industry. 


best, says Lee Briggs of Briggs & Hut- 
chison, speaking of his recent trip 
among buyers of large cities of the East. 

The Russia calf shoes are a semi- 
sport style. They carry a 14-8 military 
heel. The strap styles are of gray and 
black suede leather chiefly, and they 
carry high heels. 

New trimmed tongue styles are at- 
tracting buyers, says Mr. Briggs. Quick 
sales, and repeat orders, seem to be the 
way of trade today. 


New Sport Styles Offered 


A comprehensive line of specialties in 
sport shoes for women has been pre- 
pared by the Donn D. Sargent Com- 
pany, and placed on display at the Bos- 
ton office. They are of white buck, or 
white canvas, trimmed with gun metal, 
Russia calf, patent leather, blue and 
gray kid leather, and they have Ivory 
white soles and heels. Several samples 
show new colors of buck leather, 
trimmed with leather of contrasting 
colors. Some show new panel effects 
that are very refined. Also, new tongue 
effects are in the line, as well as new 
strap effects. 
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Shoes as Christmas Gifts 


To sell shoes in Lynn for Christmas 
gifts may look to some like carrying 


coals to Newcastle, for Lynn makes = 


many pretty shoes. However, the big 
store of Burrows & Sanborn has an elab- 
orate display of Christmas footwear, 
pretty pumps, silk stockings, wonderful 
buckles, felt slippers, children’s shoes, 
and all the rest that goes to make up the 
Christmas gifts in footwear. It looks 
as if Lynn shoe makers would buy a lot 
of them, too. 


New Lynn Styles Announced 





Among the leading styles in the Allen, 
Goller, Leighton line are one and two 
strap pumps, of black, brown and gray 
suede leathers. Elmer F. Leach is get- 
ting out new samples of turn shoes for 
misses, children and infants, especially 
for the domestic trade. 


Starts Branch Last Factory 


H. T. Bristow Last Co., Lynn, has 
started a branch factory, for remodeling 
lasts, at 228-236 South avenue, Roches- 
ter, N.Y. Earl C. Henshaw, of Roches- 
ter, is manager. 


Shoe Plant Is Sold 


Polonia Shoe Company has bought 
the old established business of J. T. 


New 


TRADE A LITTLE BETTER 


Retail End Shows More Improve- 
ment Than Wholesale 








Little improvement in the general 
shoe situation in this vicinity is reported 
by retail merchants, manufacturers and 
jobbers. Most of them are content to be 
holding their own. On the whole it 
appears that the retail business is swing- 
ing along at a better pace than the 
wholesale branches of the trade. Local 
merchants have placed comparatively 
few Spring orders, although a number of 
them expect to be ready to do some 
Spring buying shortly after the turn in 
the year. 

The situation, while serious, cannot 
be classed as critical. * Shdes-are moving 
out ofthe hands’of the merchants, but 
at the expense of greater selling effort 
and greatly reduced profits. In fact, 
several of the leading shoe men in town 
assert that they are just about breaking 
even at present, and consider them- 
selves lucky to be holding their own. 

However, the outlook is not as dark 
as it was a few months ago, or even a 
few weeks ago. A decided turn for the 
better has taken place in the local silk 
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Hopkins & Sons, rear 51 Canal Street, 
Salem, and they. will begin to make, in 
the Hopkins factory, a line of McKay 
shoes for women, misses and children, 
starting on or before Jan. 1. The Pol- 
onia Shoe Company was incorporated 
last April, with Zygmunt Wysocki as 
president and Sophia Wysocki as treas- 
urer. 


W. H. Day Honored 


William H. Day, secretary of the 
Lynn Chamber of Commerce, and 2 
traffic expert, has been appointed chair- 
man of the demurrage committee of the 
National ‘Industrial Traffic League. 


To Plow Roads 


Lynn, the Shoe City, and Peabody, 
the Leather City, are arranging to plow 
main automobile roads, between the 
North Shore district, after snow storms. 
So trucks will run between factories and 
the Boston market without delay. 


Trade School Planned 


A. P. Thompson, of Helburn, Thomp- 
son Company, Salem tanners, has been 
appointed to the Tanners’ Council com- 
mittee on a shoe and leather trade 
school. Lynn has the only shoe trade 
school in the country equipped with 
a complete system of machinery. 









York 


and cotton goods industry. It is felt 
that this will have some effect upon 
other industries before very long. In 
addition to this the general good busi- 
ness being done in holiday lines by the 
department stores gives an indication 
that the public is not devoid of spending 
money and that sooner or later a latent 
demand for footwear will assert itself. 


Prices More Nearly Stable 


Prices have reached a more stable 
level than at any time in the past several 
months. Here and there some excep- 
tionally low prices are made from time 
to time to clear out odds and ends of 
stock, but sweeping reductions on de- 
sirable merchandise of good quality are 
becoming more rare. Most merchants 
feel that they have gone as far as they 
can in the matter of reducing prices and 
are willing to let the matter rest there 
for the time being. Some effort is being 
made to move women’s high shoes, and 
the fancy 10-inch or higher tops in col- 
ored kids have felt the hand of the price 
cutter. Good shoes of this type are now 
available at from $10 to $14. Prices of 
strapped pumps and brogue and plain 
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Where to Buy 


Men’s Shoes 























Stock Dept. 5 $% 
Is at Your Service ey 
THE STETSON SHOE CO. (Inc.) 











South Weymouth, Mass. 
135 ne LES 
N STOCK 
napine tection 
SEE OUR CATALOG 
WELTS mane 196 CHURCH STREET,N-Y. 
enoenvon i 
FACTORIES 2 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 
SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U S.A. 

















Crosse Boot and Shoe Mfg. Ce. 
La Crosse, Wisconsin 








WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
% Tongue and Back Strap. 
Send for booklet telling ne 
you can cell these aan My 
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Where to Buy 


Boys’ Shoes 

















J. PINSKER 


127 Duane Street - New York 
SALESROOM 
Little Gents’ and Boys’ Shoes 


Made by 
C. F. STAHLER SHOE Co. 
Allentown, Pa. 














A Shoe forBoys 
_ That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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Where to Buy 


Children’s Shoes 























W.C.Goodger 


Manufacturer of 
Children’s Dlexible Durn Shoes 

For Jobbers Exctusively ’ 
89 Allen St... Rochester, V7>7% 








HAVE YOU SEEN OUR LINES? 





FACTORY 1 FACTORY 2 
Slumber Sli Soft Soles 
Rubber Boot Socks | Hand Made Moccasins 
Foot Comfort Infants’ Turns 
(Double Tlend ees (1-8) 





In Stock Now—Nature Lasts 
— B. & P. FOOTWEAR CO., INC. 
Oswego, N. ¥ 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 


ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 








Write for Catalog 


F. W. HAHN CO. 
ROCHESTER , NEW YORK 


Bogie. poet Daly 


TURNS and SOFT SOLES 


In Stock 


Send /@r Cata 


ALH. MartinG. | 


Mekers ROCHESTER ny * 


“*RKLAM 99 


Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 


H.H.FREELAND 
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walking oxfords are well maintained, 
and business in them is fairly satisfac- 
tory. The weather has not been sufii- 
ciently cold to cause a rush for high 
shoes and some merchants doubt if it 
will develop at all. 





Novelties Expected to Be Stimulus 


Giving the customer something new 
is the best trade stimulant at present, in 
the opinion of leading merchants. New 
effects in strapped pumps are being in- 
troduced almost daily. ‘So far the ooze 
leathers in gray and fawn are the most 
popular. Lord & Taylor last week em- 
phasized this in a good window display 
in which such shoes were shown in con- 
junction with squirrel and mole trimmed 
wraps and millinery. Hosiery to match 
also was shown. The bright colored 
novelties are not moving particularly 
well, although combinations with insets 
or bindings of bright colors are finding 
some favor. 


Ball Strap Models Coming In 


In some of the Spring models, espe- 
cially in sport shoes, the brogue type is 
giving way to the bali strap models. 
Several manufacturers are showing 
these models in both men’s and women’s 
shoes. A number of white canvas or 
white buck shoes are trimmed with 
black or tan ball straps and there is 
a noticeable increase of the black and 
white combinations where formerly tan 
appeared to be in the lead. 








**Buy All You Can Pay For”’ 


John Slater, president of the lo al 
shoe retail association, has changed his 
slogan on advice to his fellow merchants. 
“Last Summer,”’ said Mr. Slater, ‘‘I ad- 
vised them to buy all they could use. 
Now I am advising them to buy all they 
can pay for. Neither the retailer nor 
manufacturer will gain by overpur- 
chases. It is time to operate conserva- 
tively and within safe financial limits, 
but it is time to purchase what can be ° 
paid for easily and without financial 
strain.” 





COLONIAL BACKGROUND 
PLANNED 


New England Exhibit at Milwaukee 


Described 


J. Howard Field, vice-president of 
C. A, Eaton Company, and a member 
of the committee on decorations for 
New England exhibitors at the forth- 
coming Shoe Style Show at Milwaukee, 
says, in regard to ~ plans which have 


Brockton 
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Plan Annual Banquet 


Plans for the coming annual banquet 
of the New York retail association are 
being framed by the committee under 
the leadership of Maurice Miller. It is 
expected the plans will receive some 
consideration at the next monthly 
meeting of the organization to be 
held in the Bush Terminal Sales 
Building on December 21. 





PRICES AND SUBMARINES 


The submarine analogy in div- 
ing shoe prices was brought out in 
a window in the John Ward Store 
at 1401 Broadway. The bottom 
of the window, a half circular 
affair, was strewn with rocks, sea- 
weed, shells, and other submarine 
growths. A painted background 
carrying out this idea extended 
about three feet above the floor 
and the rest of the window back- 
ground was composed of light 
green cotton cloth hung in waves. 

. A compo-board submarine hurg 
half way up the window on which 
was the legend, “Submerged— 
Prices have gone down like a 
stone—$6.95-$8.95-$7.95.” Cur- 
tains on either side bore the signs, 
“Prices Diving Down. Prices Are 
Plunging.” Beside the women’s 
shoes of all types displayed in the 
window were small smooth stones 
on which the prices were painted 
in red letters. 











To Sell Display Equipment 


D. R. Mowerson, for a number of 
years with the firm of J. R. Palmenberg 
Sons Company, has been made sales- 
manager of the Barlow-Kimnet Com- 
pany, manufacturers of display equip- 
ment. He assumed his new position 
December 1. The Barlow-Kimnet fac- 
tory is at Holyoke, Mass., but the exec- 
utive offices and show rooms are at 724 
Broadway, this city. 





been perfected for decorative purposes: 
“Henry B. Pennell of the firm of Pen- 
nell, Gibbs & Quiring, Boston, is in 
charge of the decorations of Kilbourn 
Hail, where New England shoe manu- 
facturers and kindred concerns will ex- 
hibit. Mr. Pennell, who occupies a 
leading position as a decorator, will use 
Colonial effects as a background for the 
New England exhibit. This is peculiarly 
appropriate, following the celebration 
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of the Tercentenary of the Landing of 
the Pilgrims at Plymouth. 


Gray and White Predominant 


“The color scheme,” continued Mr. 
Field, “‘will be gray and white, as follow- 
ing the: Colonial idea. Mural decora- 
tions will adorn the walls and the ex- 
hibits will be enclosed by white picket 
fences rising in height from the front to 
the back of the booth. Windsor chairs 
will carry out the Colonial idea as re- 
gards furniture. At one end of the hall 
will be a stage where entertainments 
will be given at certain hours of the day 
and evening. The 50 or more New 
England exhibitors who will be located 
in Kilbourn Hall are spending a large 
sum of money upon the decorations, 
thus insuring to visitors an artistic and 
attractive background for the display 
of New England made footwear.” 


Making a Cuban Trip 


Vice-president J. A. Munroe of E. T. 
Wright & Co., Inc., Rockland, Mass., 
left the present week on a fortnight’s 
trip to Cuba for the purpose of stud ying 
business conditions and meeting con- 
cerns who handle “Just Wright’’ shoes 
on the island. Although Mr. Munroe 
has been an extensive traveler abroad, 
this is his first trip to Cuba. He goes 
by the way of Key West, and expects to 
return to Boston for the Christmas 
holidays. 


Optimistic on Business Conditions 


Treasurer Harold C. Keith of George 
E. Keith Company, Treasurer Herbert 
L. Tinkham of W. L. Douglas Shoe 
Company, and Manager Henry Rubin 
of the Diamond Shoe Company are 
quoted in the local press as optimistic in 
regard to business conditions, beginning 
early the coming year. Treasurer Keith 
states that the George E. Keith Com- 
pany factories are producing 75 per cent 
of normal output and that it is hoped to 
maintain this production to the end of 
the run. Treasurer Tinkham is of the 


SEES DAYLIGHT AHEAD 


Phil English, Jr., of Witherell & Dob- 
bins Co., shoe manufacturers of this 
city, recently returned from a two 
weeks’ trip, during which he visited 
New York City, New Orleans and 
Chicago. Mr. English says that in his 
opinion the worst is over as regards busi- 
ness conditions and that a decided turn 
for the better is evident. He believes 
that the policy of the trade will be to 
place small orders frequently rather 





opinion that shoe manufacturers will see 
better business for January, with prices 
of leather now more stable, and that no 
doubt a turning point has been reached. 
Manager Rubin says that the market 
having hit bottom, on raw materials 
especially, manufacturers will soon be 
doing an increased business. 


Factory to Start on New Run 


W. L. Douglas Shoe Company will 
close December 18 for the annual inven- 
tory. The new run begins December 
27. From the amount of orders on hand 
and estimating the number of shoes the 
concern will require for its own retail 
stores, the indications are that produc- 
tion will be at the rate of more than 
10,000 pairs daily for the first three 
months of 1921. 


Brockton’s Oldest Shoemaker 


John Clapp, Brockton’s veteran shoe- 
maker, who for 69 consecutive years has 
been active in the trade in this city, re- 
cently celebrated his eighty-third birth- 
day. For seven years he conducted a 
shoe manufacturing business, for five 
years he managed a factory for D. W. 
Field and at the age of 76 was an assist- 
ant foreman at W. L. Douglas Shoe 
Company’s factory. Mr. Clapp is 
Brockton’s oldest shoemaker, a_ re- 
spected resident of the city and his many 
friends hope will live to celebrate 
numerous future birthdays. 


Death of Former Shoe Manufac- 
turer 


N. W. Keith, for many years identi- 
fied with the firm of Keith & Pratt, shoe 
manufacturers in North Middleboro, 
Mass., but in recent years retired from 
active business, died December 1 at his 
home in that town. Mr. Keith, who 
was in his eighty-seventh year, was 
stricken with an attack of apoplexy 
about ten days ago, from which he never 
recovered. The funeral was held from 
the church in North Middleboro on 
December 3. 








Haverhill 


than large orders immediately, a plan 
which in Mr. English’s opinion is the 
logical one to pursue at present. With- 
erell & Dobbins Co.’s two factories in 
this city are in operation with a full 
complement of cutters at work. 


Getting Under Cover 


- “Some merchants are getting under 
cover as regards their Spring orders,” 
remarked a member of the Haverhill 
shoe manufacturing trade. “During 





= JOHN M.S AHEARN SHOE CO. 
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[ Where to Buy 


Children’s Shoes 


a 











STICKLES 


“TOE 


ba DE RK 





THE L. D. STICKLES SHOE CO., Mfrs. 


i I MLA tt rE 


“In Stock Turns” 


“Limited Quantity” 
Pat. bategned white cab. top cir. fox no 


heel 2-5 
pe shies exh: top cir. fox spr. 
Terms 5 per cent 10, Net 30 








Atlantic Ave. 








“HIGH CUTS, a 
Pat. lace gray suede top cir. fox spring 


$2.60 
lace gray cir. fox heel 4-8 $2.60 
. lace gray cme rire heel 


Reese eee ee eeeesee se eeeeeseeeeee 


Terms 5 t 10, Net 30 
JOHN M. SHOE CO. 
683 Atlantic Ave. 








H.C. Brown | ComMPANY 


CHILDREN’S SHOES 
(CONERAL OFFICES, 155 LINCOLN STREET. BOSTON MASS. 


. 














Where to Buy 


Ballet Slippers 

















VERY BEST IN BALLETS 
URS 


YOU SURELY WILL BE PLEASED 
Women’s Real Black Kid Box Toe oy etd 


M 
Child’: 8 “ “oe oe oe ct} st 55 
Whites Ten Cents a Pair More 
Fine Boudoirs in Black, Tan and Red, $1.65 


PURITAN SHOE CO.,Inc. 74 Reade St., N. ¥.C, 








“JIronclad’’ 


GYM SHOES 


Almost impossible 
to wear them 
out. 


Made in 
Leather and 


BROOKS SHOE MFG.CO. _ Philadelphia, Pa. 








‘QUILTED SATIN 


BOUDOIRS 
noe EE et ee 


BALLET SLIPPERS 
Black Kid, $1.75 and $2.00 


JOHN E. McNAMARA, Haverhill, Mass. 
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Where to Buy 


Standard Shoe Materials 

















GUARANTEED 
TWO YEARS 


Hub Gore means ty and 
Service, because the Best of 
Materials and Highest Skilled 
Labor are Used. 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co. 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. #8 Sout" fires 


Tanneries at Danversport 











Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 











UESTIONS 
ANSW QUICKLY 
in “Where to Buy” columns—a 
growing directory for all the trade, 


presen answers briefly to cur- 
rent problems in merchandising. 
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the past few days several buyers have 
arfived in the Boston market prepared 
to place at least a moderate amount of 
Spring business. This seems a sensible 
proceeding. Those merchants who have 


come to a realizing sense of the import- ~ 


ance of putting in orders for goods 
which they want for the Easter trade 
will get deliveries. Merchants who 
wait another 30 days will find them- 
selves lacking novelties in women’s foot- 
wear when the Easter trade starts in.” 


Leather Salesman Dies 


Thomas G. Jewell, for many years 
associated with the shoe and leather 
trade in Haverhill, died recently at 
the Hale Hospital in this city after a 
brief illness. He was 63 years of age. 
Mr. Jewell, who was born in Quebec, 
Canada, came to the United States as a 
boy. He was for many years employed 
as a salesman for J. H. Winchell & Co. 
of this city. Since 1907 he has been a 
salesman for the Greenman Leather 
Company of Haverhill. He is survived 
by his widow. 


Top Lift Manufacturers’ Dinner 


The first annual banquet of the re- 
cently formed Haverhill Top Lift Man- 
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ufacturers’ Association was held re- 
cently at the Wentworth Farm in the 
nearby town of Atkinson, N. H. 
Thirty-five manufacturers and guests 
were present. President J. R. Price 
of the Association was toastmaster. 
Albert M. Child, secretary of the Haver- 
hill Shoe Manufacturers’ Association, 
and Joseph C. Goyette, general agent 
of the Shoe Workers’ Protective Union, 
were guests. Community singing was 
a feature of the evening. Remarks 
were made by officers of the Association 
and by the guests. 


New Shoe Manufacturing Firm 


The Hayman Shoe Company is the 
title of a new shoe manufacturing con- 
cern in this city making women’s 
medium grade McKay shoes. The fac- 
tory is on Washington Square. The 
daily output at the beginning will be 
about 100 pairs. 


New Heel Company Established 


The Concord Heel Company is the 
style of a new concern making wood 
heels, with factory on Wingate Street. 
This company was formerly located in 
Lowell and has recently taken factory 
space in this city. 


Boston 


THE CHRISTMAS SPIRIT 


Attractive Windows Feature Shoes 
and Accessories as Gifts 


That Christmas is only two weeks 
away is evidenced by the crowds on the 
streets and in the stores. The shoe 
store windows are gay with holly and 
the holiday red. Hosiery is well dis- 
played and is a big seller; at attractive 
prices; so are shoes, so are buckles, and 
spats and boot tops. Skates and skat- 
ing shoes are shown and are readily dis- 
posed of. Infants’ carriage boots, in 
varied colors of silks, fur trimmed, and 
felt and leather slippers add materially 
to the attractiveness of the Christmas 
displays. 

The press and the merchants have 
been preaching “‘Shop Early,”’ and their 
doctrine has been pretty generally heed- 
ed, yet there is always an element 
among the public of Boston and vicinity 
who delay Christmas purchasing until 
about five or six days before the great 
event. While this week has been a good 
one for the shoe stores and shoe depart- 
ments, next week, it is anticipated, will 
be an even better one. 


Rubbers Moving Lively 


Light rubbers and arctics for men 
and women are very popular at this 


season of the year. Arctics make de- 
sirable Christmas gifts—for men, 
women and the little folks. These are 
displayed in windows and on the inside 
counters; likewise rubber boots for the 
small boy and girl. The average mer- 
chant will tell you that his best sellers 
the past week have been rubbers, spats, 
fancy slippers and hosiery. 

This is the season for high boots,, and 
they have been selling in greater quan- 
tities than in past weeks—Cuban and 
military heels are the favorites. 


AT SHEPARD, NORWELL’S 


November Shoe Department Sales 
50 Per Cent Ahead of Last Year 


At the shoe department of Shepard 
Norwell Company, business the past 
week has been. fairly humming. The 
occasion was the placing on sale of 2,400 
pairs of boots at $3.85 in French heels 
and $5.85 in Cuban heels; these shoes 
were reduced from $10, $12 and $14 a 
pair. This week a very few pairs which 
were left from the sale were sold on spe- 
cial tables in the thoroughfare near the 
shoe department. The sale of $10 boots 
is still going on; women’s spats have 
been big sellers at $3.50 and $5.00 the 


pair. 
In the window next to the shoe de- 
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partment an artistic card announces: 
“Christmas suggestions are rapidly 
finding their place in the shoe store just 
inside this entrance.” C. B. Merrill, 
Buyer and Manager of the Shoe Depart- 
ment, is an optimist on conditions. He 
reports a wonderful success from the 
sale of last week, and says that Novem- 
ber business in his department is 50 per 
cent ahead of that of last November. 
The policy of this department is to keep 
its own merchandise cleaned up in good 
shape and when January and July 
comes, the management is always pre- 
pared to go into the market and buy 
stock at a figure low enough so that 
they can sell it at low figures and still 
make a profit. 

ADVANCE JANUARY 

CLEARANCES 


At Rice & Hutchins, Inc., Store, 66 
Summer Street 


At the store of Rice & Hutchins, Inc., 
66 Summer Street, a “January Clear- 
ance”’ sale is announced over the win- 
dows. Underneath the sign are the 
slogans: ‘Volume of Business is our 
Aim;” ‘Many Pairs Sold Mean Lower 
Prices;’”’ “Advance Opportunity to 
Save Money.” S. F. Lewis, Manager of 
this store, stated that the idea was to 
stimulate sales on short lots and slow 
movers; the average reduction is about 
20 per cent; some of the merchandise 
has been reduced even more. In this 
lot are Louis heels and cloth tops; there 
are also some real leaders. 

The windows in this store have a 
background ‘of the Christmas green; 
touches of red appear here and there and 
the whole effect is very attractive. 


For Suburban Trade 

Another idea back of this “‘Advance 
January Clearance” is to give the out-of- 
town people, those who perhaps live in 
even as far away as New Hampshire 
and Vermont, and who visit Boston dur- 
ing December, a chance to buy shoes 
and shoe accessories for Christmas pres- 
ents and for regular wear at reduced 
prices. These people would probably 
not be able to come to Boston during 
January. The movement was started 
on last week Friday, advertised in the 
Sunday papers and by Monday of this 
week the sale was progressing with good 
results. In January, the clearance will 
be more extensive than in the prelim- 
inary December clearance. 

This store enjoys a remarkably good 
rubber business and has been very for- 
tunate in getting enough goods in this 
line to meet a lively demand. Summer 
Street is one of the main thoroughfares 
to the South Station and it is conven- 
ient to drop in and buy that pair of 
rubbers necessary for immediate wear. 
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NEW CHAIN STORE 


F. G. Collins Shoe Company Opens 
Ninth in Chain 


The F. G. Collins Shoe Company, has 
recently opened its doors at 47 Summer 
Street. This makes the ninth store in 
its chain. It has other stores in Worces- 
ter, Providence, Hartford, Bridgeport, 
New Haven, Waterbury and Reading, 
Pa. This is its only store in Boston. It 
made its official bow to the public the 
last of September, with H. Goldman as 
manager. Mr. Goldman was for five 
years with the Slater Shoe Company. 
He believes that the popular priced shoe 
at the present time is from $7.00 to $8.00, 
although this store carries shoes as high 
as $12.00. 

Mr. Goldman stated: ‘‘Men seem to 
be willing to pay a little more for their 
shoes than women; where a man will 
cheerfully pay $10.00, a woman will 
make her maximum $8.00. We are sell- 
ing many novelty shoes in strap effects 
and low shoes form two-thirds of our 
sales. We are marking our goods down 
to meet the popular price demand; in 
January it will probably be necessary 
to make further markdowns. Most of 
our business is on women’s lines. We 
carry a very nice line of children’s shoes, 
averaging in price from $3.00 to $6.50 a 
pair. We sell about five times as many 
gaiters as shoes.” 


Seventy Fitting Chairs 


This store is about 20 x 100 feet, has 
70 fitting chairs and attractive fixtures. 
A lattice work of red and green headed: 
“Useful Holiday Suggestions,” displayed 
spats and slippers, spats and hosiery. 

About the first of the year a bargain 
basement will be opened. This will be 
the same size as the upper store and will 
be devoted entirely to selling shoes at 
cut prices. 


From Road to Store 


At this store, one of the live wire sales- 
men is M. Saffron, who formerly sold 
shoes on the road in New England terri- 


‘tory for a Western house. Mr. Saffron 


found things a little slow on the road, so 
stopped work for a while last June, and 
after a well-earned vacation decided to 
devote his efforts to retail salesmanship. 
Mr. Saffron is looking toward a general 
toning up in business conditions by the 
first of the year. 


From Connecticut 


Another store salesman at the F. G. 
Collins Shoe Company’s store is Samuel 
Gitter, who formerly managed the 
Seekay Shoe Store on Main Street, Mid- 
dletown, Conn. Mr. Gitter drew a com- 
parison between the women’s tastes in 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








Facute 3 uf RY 


CameRnivcs MASS 











Where to Buy 


Window Trim Material 

















Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 








DISPLAY MEN 








Fuss mers Bide. Chicago | 


Attractive Windows—Use Win-Deco 
af its, Show Cards, wers, 
ee i sa Request ny 

WIN-DECO DISPLAY | SERVICE 
93 Federal St., Bos: 
220 E. Lex. St., Baltimore 
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AT THE ROUND TABLE 

























































































































the Connecticut town and Boston. tk 
“In Middletown,”’ said Mr. Gitter, “the N 
W Ae. . r Students of Retail Salesmen’s In- 
here to B uy Per ae cng pray honk oe stitute to Attend Merchants’ : 
Miscellaneous Winter, but here in Boston the women, " ener ‘ . tl 
young and old, seem to buy and wear The Retail Salesmen’s Institute 
low shoes right through the Fall and Round Table was held with a good 
WE Winter.” attendance as usual on Wednesday E 
OFFER FREE US F evening, December 1. Despite the very 
TMA e |  ecmeanes See eeen B 
Booklet, Catalog or Folder, if we! place the r 
printing with us; or we will Sell Shoe Electros N. Newman Manager of New Shoe the discussions. The theme of the im- 
= a a FULL PARTICULARS Jobbing House portant point stressed was health in its 
= N.H, GROVER CO., R 63, 161 Summer St., Boston : The Williams & Newman Shoe Com- relation to business. The students have 
pany has made its official bow to the been invited to attend the next meeting th 
A BEADED OR PLAIN trade as shoe jobbers, opening its office of the Massachusetts Retail Shoe Mer- be 
STRAP or BUCKLE at room 302, 207 Essex Street, Decem- chants’ Association, to be held at the th 
ber 1. This firm will carry a general Boston Shoe Trades’ Club on Wednes- 
made by the VANITY jobbing line, in fact, everything in day evening, December 15, when Sena- 
will sell your pumps shoe jobs. Its policy is “Quick service tor Lodge and Vice-President-Elect 
ES ves se woes to the trade.”” N. Newman, the busgi- Coolidge will a speakers. 
t cman RETAIL SALESMEN’S MEETING a 
, o—- Ce . To Be Held at Quincy House, 
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i shoe findings houses through- The December meeting of the Boston 
- st it of your J poy Retail Shoe Salesmen will be held at the 
¥ y ers are filled rect and we, will soo thht Quincy House on Monday evening, De- th 
i job! your territory. cember 13. The principal speaker will be in 
{ J. C. MEYER THREAD CO. Lowell, Mass. Arthur D. Anderson, Editor of the Boot or 
and Shoe Recorder. An attractive pro- ar 
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2S OF EVERY DESCRIPTION clude a debate on a question propound- to 
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M claim recognition from our employers lc 
SALES LETTERS H because we belong to this association cr 
MULTIGRAPHED— : more than if we did not?” cu 
FILLED IN NED — F Much interest is being displayed in co 
: the 1921 N.S. R.A. Milwaukee Con- he 
ilies aoa pn gic Peat : vention. It is quite probable that a dele- of 
4 . : gate will be elected to attend and offi- as 
F ee ne iiecinadeastials Photo by White, Boston cially represent the Boston Shoe Retail su 
; : N. NEWMAN Salesmen’s Association on this occasion. th 
: Business Manager of Williams & nee ene 4 
d : BOSTON SHOE TRAVELERS’ far 
i Newman Shoe Company MEETING i 
eatend C : To Elect Officers at Opening Meet- ju 
HEE Coskions fasoles HEEL Linings ness manager, is a young man with a ba fs D P ar we ; ch 
Write for Catalogue and Price List thorough understanding of the shoe eS GT eee are m 
L.G. & $.8.C0, Migs Bi High St, Boston, Mase, jobbing business. He commenced his The pure Shoe yaaa el co! 
" business career with the wholesale shoe tion will hold its initial meeting of the 
D. W. COULTAS CO. house of Katzman, Adler Shoe Com- Winter season at the Boston Shoe t 
Manufacturers pany, and decided to learn the whole- Trades’ Club on Saturday noon, Decem- ae 
RHINESTONE BUCKLES sale shoe business from the very foun- ber 18, at 12 o’clock, sharp. po 
Big Demand dation. He was accordingly assigned President S. L. Curry has some inter- mc 
WRITE FOR SAMPLES to the shipping room; from thence he esting plans to present to the boys and 
PROVIDENCE - RL. was advanced to the floor and then to T- A. Delaney of the Entertainment 
we outside salesman, covering New Eng- presen has prepared Pr a. 
OHIO AND VICINITY SHOE land territory. He remained with this Which will contain some real novelties. | 
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Sti In 1918, he entered the Service, held at thie mesting, Pynee Prsmeees to tal 
OESAN. S serving as seaman in the U. S. Navy be of much interest. sa 
ee” oe eB for one year. Mr. Newman will spend ee 
ouice ag the greater part of his time in the at Hood Awarded Contract tic 
a te & & s. RUBBER CO. ton office, but will make Gécasional The Hood Rubber Products Com- Ju 
pn CSE, visits to the retail shoe trade. pany has been awarded the contract by for 
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the Bureau of Supplies and Accounts, 
Navy Department, for furnishing 30,000 
pairs of rubber overshoes for various 
naval stations at $30,000. Bids for 
these were opened on November 23. 


EN DORSED FOR GOOD GOVERN- 
MENT 


Councilor H. E. Hagan Will Un- 
doubtedly Be Re-Elected De- 
cember 14 


Boston—It has always been admitted 
that Henry E. Hagan, prominent mem- 
ber of the N.S. R. A., and a booster for 
the Massachusetts Retail Shoe. Mer- 
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chants’ Association, is a good merchan- 
diser, but recently his abilities as a good 
citizen have received the unqualified 
endorsement of the local Good Govern- 
ment Association. 

Councilor Hagan is one of the three 
candidates for the City Council to re- 
ceive recognition of their previous high- 
grade service at City Hall, and his re- 
election on December 14 next is almost 
assured. 

In their campaign for Councilor 
Hagan, the Good Government Associa- 
tion state that he is of the right type, 
and that his qualifications in the way of 
business experience cannot be ques- 
tioned. 


St. Louis 


TRADE CONDITIONS IMPROVED 


More Reports of Buying Heard in 
St. Louis Market 


Reports from the manufacturers of 
the St. Louis shoe market indicate an 
improving condition in the matter of 
orders for Spring delivery, but the totals 
are not yet what they should be for the 
season even if the advance business up 
to the present had approximated any- 
thing like the normal quantities. How- 
ever, there is increasing evidence that 


the appearance of the larger buyers in - 


the market is being slowly communi- 
cated to the smaller retail merchants 
slowly and from now on a steady in- 
crease in business is expected, probably 
culminating the week of the N.S. R. A. 
convention in Milwaukee and runging 
heavily from that time on. Operations 
of the factories are not being increased 
as yet as the volume of orders is not yet 
such as to justify any severe pressure on 
the output end of the business; but 
everything is being put in readiness so 
far as is possible to increase output just 
as quickly as the aggregate of orders 
justifies. The new business is affecting 
chiefly the specialty houses and depart- 
ments of the general line houses and 
comes both in mail orders and through 
the salesmen still on the road. Those 
salesmen who came in for a time and 
returned later to their territories are re- 
porting a better feeling and are getting 
more orders than on their earlier trips. 


Holiday Trade Satisfactory 


Retail trade in St. Louis and in the 
trade territory generally is reported as 
taking on a Christmas atmosphere and 
the buying, aside from actual needs, is 
leaning to the holiday gift characteris- 
tics, with slippers, mules, comforts, 
Juliets and similar goods being called 
for. The aggregate of business is in- 


creasing slowly from the cash stand- 


point and the holiday season when com- ° 


pleted is now expected to be reasonably 
satisfactory to the trade. There con- 
tinue to be the usual bargain sales and 
the odd lot offerings which naturally 
interfere with regular business, but the 
trade has become accustomed to this 
and is taking it more or less as a matter 
of course, with the hope that it will soon 
be over and business on a stable basis. 


Merchants Have Monthly Dinner 
Meeting 


The monthly dinner of the Asso- 
ciated Shoe Retailers of St. Louis 
Wednesday night of the past week had 
an unusually large attendance, it being 
the last dinner prior to the departure 
for the convention in Milwaukee, and 
probably the last until February as the 
January dinner date comes convention 
week. The evening was given over 
mostly to the discussion of the conven- 
tion and plans for the trip which will be 
made on a special train leaving St. 
Louis Saturday, January 8, about mid- 
night, following a dinner which St. Louis 
manufacturers and wholesalers will give 
to the local association and to retailers 
passing through the city en route to the 
convention. 





Milwaukee Booths Assigned 


At the last meeting of the St.Louis 
Shoe Manufacturers and Wholesalers 
the lot drawing for the booths to be 
occupied in the joint St. Louis exhibit 
at the Milwaukee convention was com- 
pleted. The results follow: Booth No, 
1, Brown Shoe Company; No. 2, Brauer 
Bros. Shoe Company; No. 3, Johnson, 
Stephens & Shinkle Shoe Company; 
No. 4, Johansen Bros. Shoe Company; 
No. 5, Tweedie Boot Top Company; 
No. 6, Wizard Foot Appliance Com- 
pany; No. 7, John Meier Shoe Com- 











Where to Buy 


Miscellaneous 


























KELLYKARDS 


Bowe 5 been the standard retailers’ 
window cards for — years 
ASK US ABOUT LLYKARDS 
“The Signs of Lt Life” 
F. B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 











Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
‘allen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 















326 W.MONROE ST 
CHICAGO 
W2 SUMNER SMITH 


Where to Buy 


Shoe Polishes 


























The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 

















Best In Thee Thetr Class 
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for white buck, etc. for white kid, etc. 


NATIONAL SHOE POLISH MFG. CO., Ine, 
i PHILADELPHIA, PA. 








INFORMATION siccctens 


“‘Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 





—and learn. 
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LYNCO Regulation Plantar 
Arch Support 
Relieves broken-down or fallen 
arches, weak ankles and the pains 
caused by arch trouble. Prevents 
flat foot. 


LYNCO Foot Comfort 
Cushion 


Gives relief to those who are on 
their feet constantly. 
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LYNCO Bunionette 
Made of sponge rubber. Best 
device on market for protecting 
bunion and keeping shoe’s shape. 
Worn inside stocking. 
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<==5 LINK UP WITH LYNCO! ===, 


& 


LYNCO Combination 
Metatarsal Arch Support 
Supports the instep as well as the 


metatarsal torsal arch just back/of 
the toes. 


LYNCO Heel Rights 
Eliminates worn-over heels. Worn 
inside the shoe. 


/SELLING LINKS| 


LYNCO Foot Appliances cannot get 
out of order! No adjustments! Made 
of leather and sponge rubber only— 


without springs or metal parts; foot ag- ; 


gravation or shoe cutting entirely done 


y away with. 


1 Once worn LYNCO users’ become 


LYNCO boosters. Logically you gain 
by attracting LYNCO buyers toward 
your shoe values—to back up LYNCO 
satisfaction. 


LYNCO Foot Appliances sell quickly— 


for cash—and mean re-orders as often as 


necessary. If your jobber does not stock : 


LYNCO Foot Appliances send us your 
order. We will do the rest. Do it to- 
day,’as LYNCO customers are waiting. 


Prices Quoted Herein Are For Dealers Only 


 KLEISTONE RUBBER CO. 


Factory, Warren, R. 1. Sales Dept., 11 High St., Boston 
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Especiaily rm Mothers, to relieve 
tired feet and to absorb the shock 
and jar of many steps. 











LYNCO Heel 
Cushion 

Absorbs the jar of 
walking on hard 
pavements and 
‘acts as a shock 
absorber to the 
spine. 


Price $3.00 doz. 


LYNCO S&S Metatarsal 
Support 
For Metatarsal trouble only. To 
relieve the ball of the foot if it is 
painful or calloused. 
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St. Louis Firm Uses Movies to Advertise Shoes 


. McElroy-Sloan Shoe Company re- 
cently gave the first metropolitan show- 
ing of their $10,000 eight reel moving 
picture film, entitled—‘‘Footprints of 
Progress,’’ produced by Rothacker Film 
Manufacturing Company, Chicago, 
Tuesday evening, November 16, to their 
employes and invited guests at Billiken 
Factory No. 3. The play deals with the 
evolution of footwear. 

Mrs. B. L. Barker, who is familiarly 
known by thousands of children 
throughout McElroy-Sloan’s trade terri- 


tory as ‘‘Mrs. Billiken,’’ delivers a lec- . 


ture which adds enchantment to the 
picture for children. 


This picture is booked at the leading 
moving picture theaters in the cities 
where McElroy-Sloan have customers 
and has the exclusive use of the theaters 
on the dates it is shown. The program 
followed in showing this picture for the 
benefit of merchants handling Billiken 
shoes is similar to the production of any 
theatrical attraction. Bills are posted 
in the city several days prior to the date 
scheduled and advertisements are car- 
ried in the local papers, of course over 
the name of the merchant handling Billi- 
ken shoes. The retail merchant is sup- 
plied with tickets which he gives to the 
children and their parents. The attend- 


ance at these shows in the larger cities 
has run as high as 7,000 and there is 
never a crowd lacking even in the small- 
er places. 

The scenes shown here represent 
scenes in a Moslem harem, in the time 
of Henry VIII and in Japan. 

The commercial phases of this pic- 
ture are so subtly introduced as to make 
one forget that the ulterior motive is to 
advertise Billiken shoes. However, the 
trade mark “Billiken” which is stamped 
on the bottom of each shoe and the 
slogan, ‘“‘Five Little Apartments for 
Five Little Toes,” are emphasized most 
forcefully. 








pany; No. 8, Shoe Specialty -Manu- 
facturing Company; No. 9, Vinsonhaler 
Shoe Company; No. 10, Lund-Mauldin 
Shoe Company; No. 11, Friedman 
Shelby Branch, International Shoe 
Company; No. 12, Peters Branch, In- 
ternational Shoe Company; No. 13, 
Roberts Johnson & Rand Branch, In- 
ternational Shoe Company; No. 14, 
F. C. Church Shoe Company; No. 15, 
United Shoe Manufacturing Company; 
No. 16, Central Shoe Company; No. 17, 
Boyd-Welsh Shoe Company; No. 18, 
McElroy-Sloan Shoe Company; No. 19, 
Samuels Shoe Company; No. 20, Ham- 
ilton Brown Shoe Company; No. 21, 
Dittman Boot and Shoe Company; 
No. 22, Juvenile Shoe Corporation; 
No. 23, Pedigo Weber Shoe Company; 
No. 24, James Clark Leather Company. 


Shoe Findings Firm Expands 


Additional space has been taken in its 
present location by the Lincoln Store 
Supplies Company, handlers of shoe 
findings, etc., in which, under the direc- 
tion of Norman L. Lincoln, a stock of 
goods will be carried in connection with 


Mr. Lincoln’s representation of Dungan, 
Hood and Company, of Philadelphia, 
which concern Mr. Lincoln has repre- 
sented for a number of years. About 
three thousand square feet of space will 
be utilized in the stock-carrying plans. 


Traveling Man Now ‘“‘On His Own”’ 


Traveling a territory has palled on 
Charles E. Wilkins, who has been on the 
road for the Brown Shoe Company for 
a number of years, and he has gone into 
business on his own account, with offices 
at 1502 Locust Street, where he will 
make headquarters for his representa- 
tion of the Brockton Stay Company, 
stays; Brooklyn Beading and Novelty 
Company, bindings, ribbons and orna- 
ments; W. B. Bliss & Co., narrow 
fabrics; Glencairn Manufacturing Com- 
pany, laces; Obannon Corporation, imi- 
tation leather, and other concerns. 


Shoe and Leather Club to Re-elect 
Officers 

At the election of the Shoe and Leath- 

er Club, which is due for the present 


month, the present officers, headed by 
A. A. Tilden as president, will come up 
for re-election according to the an- 
nouncement of the nominating com- 
mittee. There is one exception to this 
in that the illness of the present secre- 
tary has necessitated the placing of the 
name of E. L. Fisher, acting secretary, 
on the ticket for election to the position 
permanently. It is not at present ex- 
pected that there will be any opposition 
ticket. 


Made Director of Juvenile Plant 


Vice-President A. L. McCall has been 
selected as managing director of the new 
factory for the Juvenile Shoe Corpora- 
tion which is under way at Aurora, Mo., 
and which will bé completed early in the 
coming year. Mr. McCall is making 
his preparations to remove to Aurora 
shortly in order to look after the con- 
struction and equipping of the plant. 
He has, heretofore, been located at 
headquarters, since his, removal from 
Carthage, Mo., where he was stationed 
when the company’s headquarters were 
maintained in that plant. 




















BOOT AND SHOE RECORDER Dec. 11, 1920 


LOOK AT THESE PRICES! 


Every Shoe In-Stock Flexible McKays 





Goodyear Welts 


















LAUREL LAST 
Goodyear Welts 
In-Stock 




















LAUREL 5000—Black Kid 9-inch Lace. AA to D....$5.65 
LAST 5004— Brown Kid 9-inch Lace. AtoD..... 6.65 
‘(GOODYEAR 5007—Brown Kip 9-inch Lace. A to TR 5.65 










WELT 






RAJAH 
LAST 
FLEXIBLE 
McKAY 
















RAJAH LAST 
Flexible McKays 
In-Stock 


793—Black Kid 10-inch 
Lace. AA to D 


710—Black Kid 9-inch 
Lace. AA to D 


711IN—Brown Kid 9- 
inch Lace. A to D.. 6.35 


737N—Brown Kip 9- 
inch Lace. Ato D.. 












$5.50 
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5.00 


















POLO 
LAST 
FLEXIBLE 
McKAY 













POLO LAST 
Flexible McKays 
In-Stock 
706N—Black Kid 9-inch Lace. AtoD..... $5.00 
738N—Brown Kip 9-inch Lace. Ato D.... 5.00 
672N—Black Kip (Cab.) 9-inch Lace. A to D 5.00 


























All A Grade---All Ready to Ship 












Visit our Chicago 


We will be in Gy) 
Milwaukee ‘ 1726 
“With Bells” yb, genie 
Booth 180 * LD) Republic Bldg. 
H. B. Rosenthal 





Mezzanine Floor 
Main Arena 


Auditorium in Charge 
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CONVENTION ARRANGEMENTS 
J. G. Samuels, chairman of the Hotel 
& Transportation Committee, reports 
that reservations for the special train, 
which leaves at 11.45 p.m. and goes 
straight through to Milwaukee for the 
National Shoe Retailers’ Convention, 
arriving there about 10 o’clock Sunday 
morning, January 9, are coming in very 
rapidly. It looks as if they will have 
two or three sections of this train. 
Arrangements have been made by 
the St. Louis Shoe Manufacturers & 
Wholesalers’ Association to make an 
elaborate exhibit at the Houston State 
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Convention, to be given February 28, 
March 1 and 2. 

C. A. West, chairman of the enter- 
tainment committee of the St. Louis 
Shoe Manufacturers & Wholesalers’ 
Association, reports that he has com- 
pleted arrangements for the entertain- 
ment of visiting merchants, passing 
through St. Louis on their way to Mil- 
waukee on the evening of January 8, 
before embarking on the special train 
to Milwaukee. Mr. West states that 
an elaborate dinner will be given for all 
visiting merchants that hold tickets 
on the St. Louis special train. 


Rochester 


SHOE TRADE DULL 


Retail Merchants Apparently Fear 
to Liquidate 


Optimism may be a virtue, but it 
would be misleading to paint.in a rosy 
hue conditions in the shoe trade in this 
city. While it is true that the approach 
of the holiday season has dispelled some 
of the gloom that hangs over the trade, 
the business being done here can hardly 
be said to approximate that done in past 
years. A widely-prevalent nervousness 
of the public, timidity to buy, confi- 
dence that. prices have not yet struck 
bottom, business depression and unem- 
ployment—these are the things that 
are working havoc with the whole in- 
dustry from tanner to retail merchant. 

Despite the warning sounded recently 
at a great mass meeting at which all 
branches of the shoe trade were repre- 
sented, retail merchants in Rochester 
are not liquidating their stocks. Some 
reductions have been made in the stores, 
but there has been no heavy slashing of 
prices to attract the public to buying 


‘shoes. Merchants here are reluctant to 


make the sacrifices which seem to be in- 
evitable, and until that reluctance 
passes, hope must be abandoned for re- 


viving and rejuvenating the shoe in- 
dustry. 


Women’s Shoe Plants Busy 


It is interesting to note that despite 
the shutdown in the shoe industry here, 
four of the factories of the women’s 
group are working almost full time. 
Last Spring, the manufacturers foresaw 
hard times ahead and in an effort to 
forestall them, started production of a 


staple shoe, believing that the women: 


had tired of novelties. The four factor- 
ies, however, now running thought the 
novelty shoe was good for another sea- 
son, and experience proved they were 
correct. The women, it seems, fooled 
the manufacturers and the result was 
that many of those manufacturers who 
started making the staple shoe are now 
going back to the novelties. 


Union Official Predicts Good Busi- 
ness 


A leader of a large shoe workers’ 
union in this city made the prediction 
this week that the shoe business soon 
would pick up. He said he based his 
assumption on the fact that retail mer- 
chants are said to be about cleaned out. 


Louisville 


MERCHANTS HOLD ANNUAL 
MEETING 


Officers Elected by Association— 
May Hold Style Show 


Although there has been little interest 
shown in the work of the Louisville Re- 
tail Shoe Association for the past few 
months, the organization is now in ex- 
cellent shape to go ahead again. The 
association was formed in November, 
1913, and had completed seven years of 
work with the annual meeting on 
Noy. 30. 


A fairly good crowd of merchants 
were present at this meeting, which was 
held at the Tyler Hotel, following a din- 
ner. Officers elected were: President, 
Roger Dougherty; vice-president, J. C. 
Hero; treasurer, H. G. Schutz; secre- 
tary, Ben Middendorf. Two of the 
officers, the vice-president and secre- 
tary, are past presidents, while Mr. 
Schutz has been treasurer for several 
years, and Mr. Dougherty has been 
secretary for the past six years. A 
board of directors will be named by the 
president at the next meeting, and at 
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that time discussion will be resumed on 
plans for a Spring style show. 


Prices Slightly Firmer 

Price cutting has continued in Louis- 
ville, but prices are now slightly firmer 
than they were, and in some cases may 
be found below replacement value. In 
the higher priced lines of men’s shoes 
cutting has averaged $2 to $3 a pair. 
Cuts on other shoes have averaged from 
$1 to $3 a pair. 


Charge Customers to Sign Slips 

The Retail Credit Men’s Association, 
Louisville, of which practically all the 
shoe -and department store men are 


_ members, has recently supplied cards to 


all members, these being distributed to 
charge customers through “‘The open 
envelope route,” on Dec. 1, and calling 
attention to the fact that as there has 
been a great deal of fraudulent work by 
dishonest people, the merchants desire 
charge customers in the future to sign 
the sales slips when they buy merchan- 
dise and take it with them. This will 
relieve the stores of some responsibility. 
It also would result in the crook who 
signed such a sales slip becoming a for- 
ger, which would be a more serious 
charge than securing merchandise under 
false pretense. 


Wins Silver Loving Cup 
George Cartwright, window trimmer 
for Herman Straus & Sons Co., won a 
silver loving cup offered during the week 
by the Louisville Welfare League, a 
league of associated charities, during its 
fall drive for funds, for the best window 
trim in connection with the week. 
Cartwright showed a one room tene- 
ment scene, with a big family in the one 

room, and the father sick in bed. 





Hoosier Elects Officers 


Coldwater, Mich.—The annual meet- 
ing of the Hoosier Shoe Company was 
held at the office of the company, 
November 10. The financial statement 
shows the company to be in a very 
prosperous condition. The capital 
stock is now $100,000, and the com- 
pany has a surplus of $70,000. The 
business for the last year was nearly 
one half million dollars. The company 
paid for labor last year over $75,000. 

The stockholders elected the follow- 
ing board of directors for the ensuing 
year: L. E. Rose, R. E. Clarke, J. B. 
Branch, H. L.: Milnes and F. H. Flan- 
dermeyer. 

After the stockholders’ meeting had 
adjourned, the directors met and elected 
the following officers for the coming 
year: F. H. Flandermeyer, president; 
R. E. Clarke, vice-president, and George 
C. Turner, secretary. 
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2YOUR PROBLEM?--EASTER-- 





?0UR PROBLEM ?--DELIVERIES-- 





80 MANUFACTURING DAYS FROM TODAY UP 


TO EASTER SATURDAY. 














Mr. Merchandise Man---Anticipate--- 








WITH THE UNQUESTIONABLY LOW STOCKS NOW BEING CAR- 
RIED EVERY MERCHANT WILL EXPECT TO BE FAVORED WITH 
SHIPMENTS FOR MARCH DELIVERY. 








BUT Mr. Wiseman will Insure Himself by Placing his Business RIGHT NOW with 
a concern that is not only prepared to properly serve but was the first to lead the 
way into this new field of READJUSTMENT. 





WE ARE PREPARED RIGHT NOW TO JOIN HANDS WITH YOU FOR---EASTER STYLES 
OF EXCELLED---QUALITY---VALUE AND DELIVERIES. 
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MILFORD SHOE COMPANY 


Reorganized in management on a policy of volume production with methods 
which offer a new phase on the present problem of shoe merchandising 


MILFORD, 
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Shoes of Real 
Style—Real Qual- 
ity—to Be Placed 
on the Feet of the 
Shoe Wearing 
Public at Right 
Retail Prices. 
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Sample No. 1020— 
Great River Last— 
Havana Brown Kid 
—6 Iron Grain Solid 
Innersole — Selected 
10 Iron Oak Outer- 
sole— Wingfoot 
Rubber Heel and 
Fine Twill Lining. 
















$6.00 
$8.00. 
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Other Than Top 


such as Gallun’s, 








Lawrence’s and 
Pfister & Vogel’s, 
and are Located 


in a Home of Fine 
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~ Los’ Angeles 


STRAPS AND LOW CUTS 


Look for Revival of 
Tongue Pump 


Merchants 


Because Easter comes so early this 
year, March 27, Los Angeles merchants 
are preparing for an early Spring The 
consensus of opinion is that strap effects 
and low shoes will continue to hold the 
center of interest. As one merchant 
expressed it: “They’re not buying 
boots, and they’re not buying oxfords 
and pumps to any great extent. What’re 
we going to give them—but straps?” 
This merchant believes the tongue 
pump is going to be revived this Spring, 
not the familiar Colonial particularly, 
but variations of this style. 

H. L. Van Degrift believes something 
new inthe line of feminine footwear is 
due to be developed in time for Easter 
business. Los Angeles was responsible 
for the Mary Jane, one of the most popu- 
lar creations of shoedom, also the 
éleven-inch boot, and why not the 
newest novelty? Now that straps have 
become well established, Fashion’s 
whim may take a sudden turn. 


- Few Boots Seen 


Very few boots have appeared on the 
streets yet, the weather being too warm 
to wear them comfortably, although a 
great many have been sold in conjunc 
tion with straps. No matter how 
elaborate the straps may be, and some 
of them are very extreme, the choice in 
boots seems for the most part to be very 
conservative, and serviceable eight- and 


nine-inch tops with straight heels. find 
most favor. 


Style in Children’s Shoes 


The children’s ever popular Mary 
Jane has a formidable rival in Theo ties, 
according to Chotiner’s children’s de- 
partment. They found last Summer 
that Theos sold much better and they 
believe they will be even more popular 
this season. In Wetherby-Kayser’s 
Junior Department the youngsters can 
feel assured of proper fit as well as style. 
It is not uncommon for children to 
present a prescription calling for par- 
ticular features in a shoe. This feature 
of service is an important one in all the 
shoe stores catering to the children’s 
trade. ’ 


Wholesale Business Good 


In the wholesale district the jobbers 
have been experiencing very good busi- 
ness. The slump in buying was not so 
acute in the Southwest and stocks have 
been moving very satisfactorily. Espe- 
cially is this true of the children’s trade. 
There is always a healthy demand for 
children’s footwear all over the country, 
and as children’s styles do not vary as 
much as women’s the retailer will pur- 
chase between seasons much more 
generously than in other shoes. The 
Jaffa Company are jobbers of children’s 
shoes exclusively and they have found 
conditions up and down the Coast much 
more favorable than they appear to be 
in other parts of the United States. 


Cleveland 


SALES STIMULATE BUSINESS 


Good Demand, Also, for Felts as 
Holiday Season Approaches 


Notwithstanding a general publicity 
campaign which appears to be carried 
on from Washington to the effect that 
lower prices for the consumer are in 
store, Cleveland retail shoe stores did a 
fairly good business last week. Business 
was stimulated, not by the weather con- 
ditions, but by the lowering of prices. 
Half price sales were conducted in many 
stores, the offerings being made up 
largely of Louis heels and odd and limit- 
ed sizes. There was a good demand for 
house slippers, felts being unusually 
popular with buyers. Low shoes, both 
oxfords and pumps, were in good de- 
mand. The buying of boots was fair. 

Holiday buying has opened up fairly 
well, and the coming week will find the 


“ 


annual drive for Christmas presents on 
in full force. The stores were crowded 
with shoppers Saturday, which brought 
the first big holiday buying of the year. 

The store windows have taken on a 
holiday attire and ‘they are dazzling 
with red decorations, which give an ap- 
pearance of cheer and warmth. Vari- 
colored leaves are to be seen scattered 
with the shoes, and the windows have 
attracted the attention of shoppers, ac- 
cording to the opinions of store mana- 
gers. | 


Chisholm Says Present Prices Are 
Stable 


One of the big developments here re- 
cently was the action of the Chisholm 
stores, and there are five of them in the 
city, in announcing that the present 
prices for shoes are as low as may be ex- 


~ 
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pected-next Spring. ..The advertisement 
read that the present range of prices— 
$8.50 to $13.50 is as low as. may be ex- 
pected for high grade shoes in the next 
season. The intention of the ‘‘ad’’ was 
to stabilize prices and thereby to stiffen 
buying. Trade in-all Chisholm’ stores 
was reported as good the past week. 
Back of this policy was the idea that the 
present prices ate just and that the big 
thing to do to get the public back to the 
buying counters was to inform it that 
the prices were as low as they could be 
made. Although the direct statement 
was not made, the intimation was 
thrown out in the advertisement that 
one might as well buy shoes now; that 
nothing could be gained by holding off 
until Spring. 


‘“Smaller Stores Apparently Over- 


stocked 


A canvass of some of the stores in the 
outskirts of the city and in the residen- 
tial districts discloses that many of the 
smaller merchants have stocks that are 
considerably larger than they have been 
carrying in past years. The shoes on 
hand are not goods that were bought 
for the Winter trade this year; but they 
are older goods, bought when the mar- 
ket was higher than it is today, and 
these men are making strenuous efforts 
to dispose of the stocks. There are few 
men in these smaller stores who are pes- 
simistic, however. They are making 
some progress in disposing of their 
stocks, and when they get rid of them 
they will be in the market for more 
shoes. 


Light Buying for Spring 


Another canvass of the stores dis- 
closed sthat there has been purchas:d 
not more than 20 per cent of the usual 
amount of Spring goods bought at this 
time of the year. This was said to be 
the result of stocks carried by the small- 
er merchants, and the fact that the aver- 
age merchant here bought on a hand to 
mouth basis for Winter and Fall. The 
merchant watched prices closely, and 
he put in ship at once orders for both 
Fall and Winter, and put in many of 
them, instead of the small number of 
orders that he used to place. Instead 
of buying a large quantity at one time, 
small lots were purchased. But it has 
been pointed out that Easter comes un- 
usually early this time. The date for the 
grand parade of women in their Easter 
finery is set for March 27th this year, 
and the shrewd buyers in the larger 
stores are awake to the fact that unless 
some orders are placed, there will be 
such a rush later that the factories can 
not turn out goods in sufficient quantity 
to meet belated demands. 
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STYLE 199 


Sterling Colt 
Dance Oxford 


Repriced 
$6,00 


Less 5% 10 days 


STYLE 202 


Sterling Colt 
Button Dress 
Boot 


Repriced 


$700 


Less 5% 10 days 


In-Stock 


In stock at factory, Milford, Mass., and also F. O. B. our stock departments m 


Chicago, Ill. Philadelphia, Pa. Dallas, Tex. 
84S. Wells St. 4th &F Commerce Sts. 108 Commerce St. 








OLETTTeliieniiiiiiiiiieniiiiin 


THOM OUOMNOMNONNNNON 


Pittsburg, Pa. 
134 9th St. 
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Showing 


i 


Russia Calf 
Bal. 


Longfellow 
Last 


Goodyear 
Wingfoot Heel 


entire line of “Knox” 

Shoes has been carefully 

repriced to meet the demand 
for lower priced shoes. 


KNOX SHOE COMPANY 


MILFORD - ee MASS. 
E. S. Torrey, 10 High St., Boston 
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Salt Lake City 


RETAIL PRICES UNSETTLED _ 


Only One or Two Stores Report 
Business “‘Fairly Good’’ 


“Quiet,” “dull,” “rotten,” are some 
of the expressions used by Salt Lake 
City shoe men in describing business 
conditions just now. Nearly every one 
hes a “Special Sale” on and some stores 
are selling at a great sacrifice. There 
probably never was a time in the his- 
tory of this city when prices were so un- 
settled as now. ‘The merchants, not 
only in the shoe business, but in almost 
every line, seem to vie with each other 
in their efforts to impress the buying 
public with the fact that they have cut 
prices. Perhaps the limit has been 
reached by the following which appears 
over the window of a clothing store, in 
huge letters: 


WE TAKE OUR MEDICINE NOW! 
We Start The Ball Rolling! 
Greater Than All Sales! 

Prices Cut To Pieces! 

This, sort of thing is causing prospec- 
tive buyers to look for still greater re- 
ductions in prices. They will go in a 
store and if the price is not what they 
had expected say,‘‘Oh, I will wait a little 
longer, the prices will be lower.” 

One or two stores, however, report 
business as “fairly good.” All are of the 
opinion that if they could get together, 
a little saner method of merchandising 
during a falling market would be possi- 
ble, but no one seems willing to take the 
initiative. Some of the price reductions 
are due to the fact that the firms con- 
cerned need money badly, but the pub- 
lic unfortunately take every tendency 
to cut prices as an indication that the 
merchants are now buying their stocks 
cheaper. 


Merchants Not Buying 


None of the merchants seems to be 
buying just now. They are “waiting 
and watching.’’ Mr. Young of the Z. C. 
M. I. thinks things will be unsettled for 
another four or six months. Mr. Young 
is manager of this company’s shoe fac- 
tory, the only shoe factory in Utah. 
The company does a large retail shoe 
business, too. Auerbach’s are planning 
on putting in men’s shoes again as soon 
as things are more settled, according to 
Manager Horton. Mr. Horton will go 
East in the course of a few weeks on a 
buying trip. 


New Store Doing Well 


Miss Viola Bolton, who opened up a 
store in the new Clift Building recently, 
is doing very nicely despite the unsatis- 


factory conditions which prevail in the 
shoe business in the city at the present 
time. 


Branch Store Opened 


Hirschmann’s have opened an up- 
stairs shoe store on lower Main Street 
and have called it “The Welworth.’” 
This well known firm has several branch 
stores scattered about the city under 


different names. 


Women Buyers After Style 


Style and more style seems to be what 
women buyers want, though a few 
stores report a more conservative ten- 
dency on the part of the fair sex. Men 
are buying brown shoes of the medium 
and better qualities. Cheap shoes do 
not find much favor with either sex. 


The Shoe Traveler 


WITH HALLAHAN 


Frank D. Duncan Commences New 
York Representation January 1 


Beginning January 1, Frank D. 
Duncan will represent Hallahan & 
Sons, Incorporated, in greater New 
York and nearby large cities. Mr. 
Duncan together with his brother, 
Burton. T. Duncan, have for the past 
two years represented Hallahan’s in 
Chicago with extraordinary success. 


A String of Orders 
“Bob” Doyle, for the T. D. Barry 
Company, in the South, has gathered a 
string of orders, not up to normal, but 
something toward keeping the boys at 
home at work part time at least. 


Wade In West 
James C. Wade, salesman for the 
Selis Shoe Company, is on a business 
trip through the West. He ate his 
Thanksgiving dinner at the home of 
relatives in Wade, Minn. 


AN INTERNATIONAL MEET 


Foreign Travelers of Walk-Over 
Visit Brockton Factory 


The international popularity of Walk- 
Overs is much in evidence at the Brock- 
ton factory these days with visits by 
H. O. Coates, the Australian represen- 
tative; Leo Cotterman from Manila, 
P. I.; Warren Baldwin from China, 
India and the Far East; W. H. Gas- 
coigne, who has since returned to Eng- 
land; O. O. Fortner, South African 
representative who will be back soon 
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after a few weeks’ visit to the West, 
and Ricardo Vela, Jr., of Bayamon, 
Porto Rico. < 


Word From Italy 


Walter Baldwin writes from Italy 
that conditions are still unsettled. Herb 
Dalton continues to cheer with his usual 
fine orders in spite of a temporary 
financial depression in Cuba, while John 
Packard is laying by reserve energy for 
his next trip to South America. 

Mr. Coates says: ‘The three best- 
known American products in Australia 
are Stetson hats, Walk-Over shoes and 
Ford automobiles.” 


RECENT ARRIVALS 


Travelers at Boston Shoe Trades’ 
Club of Late 


T. A. Delaney, who travels for T. D. 
Barry & Co., has recently kept a regis- 
ter headed—‘“‘Recent arrivals at the 
Boston Shoe Trades’ Club.” His en- 
tries, with full notes, read as follows: 

“Gregory Stone, he of the Apollo— 
like form and sunny smiles. Gregory 
tells of very good business down where 
he travels. 

“*Harry’ Le Favor, better known as 
‘the man who tells the truth, always’ 
has some very interesting news as to 
how the trade received his new proposi- 
tion in the Milford shoes. ‘Harry’ ever 
has good business and this season was 
in keeping with the times. 

***Tom’ Le Londe, salesman for the 
Piehler Shoe Company of Rochester, 
N. Y., was calling on his Boston trade 
this week. He evidently was treated 
well here, for he was seen entertaining 
some buyers in the club grill and it 
does cost money to entertain now. 

“ ‘Bill’ Larkin of Stacy Adams Com- 
pany, came home from the Coast with 
his usual serene countenance, significant 
of a contented mind. 

“Young ‘Billie’ J. Ahearn of the 
Coast Shoe Reporter, San Francisco, 
was the centerpiece of a lunch at the 
Club given by the boys. His father 
was considered a ‘regular fellow’ by 
the shoe travelers, as he was always 
‘there’ with the glad hand. From 
Young Bill’s make-up and his initial 
bow to the Boston boys, it is evident 
that he will be as popular as was his 
father. Let’s hope so!” 


Connolly Convalescing 


The many friends of James J. 
Connolly, the popular traveling sales- 
man for William Reynolds, Jr., will 
be glad to learn that he is rapidly gain- 
ing strength after his recent operation 
for appendicitis. He is now at his home 
in Pawtucket and the first of the New 
Year will see him once more on the road. 
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BLUM’S FELT SLIPPERS 


Possess that distinctive character found 

only in merchandise of unusual quality. 

Shapely lines, luxurious softness of ma- . 
terial, and beauty of coloring reflect a 

style that is ever appealing. 


UNIVERSALLY KNOWN AS 


“THE SLIPPER BEAUTIFUL” 


BLUM SHOE MANUFACTURING COMPANY _ 


ctor7es az 


Dansville, Sane York, 
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IN STOCK! 
Ready for.at once delivery! 


Nos. 80-82-84 
No. 80—Med. Vamp, 10-8 Heel. Cand D. 24-8. Price’. . .$5.00 
No. 82—Med. Vamp, 14-8 Heel. Cand D. ‘234-8. Price... 5.00 
No. 84—Med. Long Vamp, 14-8 Heel. C and D, 244-8. Price 5.00 


These numbers are made in our Black Glazed Pony, a light 
weight, fine grain stock which works up into a most pleasing 


shae. 
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Nos. 81-83-85 

No. 81—Med. Vamp,%10-8 Heel, Blumenthal’s 
Brown Side Leather, High Cut Lace. 

2-8. Half Double Sole McKay. Pri 

No. 83—Med. Vamp, 14-8 Heel, Blumenthal’s 
Brown Side Leather, High Cut Lace. C and D. 
24-8. Half Double Sole McKay. Price $5.00 
No. 85—Med. Long Vamp, 14-8 Heel, Blumen- 
thal’s Brown Side Leather, mo Cut Lace. C 
_andD. 2%-8. Half Double Sole McKay. Price 5.00 


0s. 90-92-94 By 

No. 90—Med. Vamp, 10-8 Heel, Black Liona High 

Cut Lace. C and D. 214-8. ,Half Double Sole 
McKay. Price $4.00 
No. 92—Med. Vamp, 14-8 Heel, Black Liona High 

Cut Lace. C and D 2%-8. Half Double Sole 
McKay. Price 

No. 94—Med. Long bw, 14-8 Heel, Liona Black 
High Cut Lace. and D. 2-8. Half Double 
Sole McKay. Price 4.00 


Nos. 91-93-95 ™ 
No. 91—Med. Vamp, 10-8 Heel, Brown Liona 
High Cut Lace. Cand D. 2-8.) Half Double 
Sole McKay. Pri $4.50 
No. 93—Med. Vamp, 14-8/Heel,{Brown Liona 
High Cut Lace. C and D.~ 2-8. Half Double 
Sole McKay. Price 4.50 
No. 95—Med. Long Vamp, 14-8} Heel,* Brown 
Liona High Cut Lace. Cand D. 2-8.y Half 
Double Sole McKay. Pri 4.50 


No. 3188—Wom- 
an’s 74-inch 
Foerderer’s Black 
Kid Goodyear 
Welt, Wingfoot 
Rubber Heel, Sen- 
sible Last. C, D, 
E. Widths 2-8. 

ice........$5.00 





Nos. 81-83-85 
Also Nos. 90 to 95 
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The Harrisburg Sb oc Mig. Co. 


of Harriskurg, Pa. 
WOMEN'S SHOES MISSZS SHOES” CHILDRENS SHOES 
OF VALUE , 
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Luke W. Reynolds Co.. 


Established 1898 é Incorporated 1912 


Makers of 
MEN’S MEDIUM GRADE 
GOODYEAR WELTS 


For Retail and 
Jobbing Trade 
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WE USE GOODYEAR WINGFOOT RUBBER 
HEELS AND GUARANTEE THEM 


Office and Factory 
165 Centre Street 
Brockton, Mass. 





rene 


ATLANTIC AVE. and ESSEX ST. 
400 Rooms-500 Baths “129 Aday and up 


ABSOLUTELY FIREPROOF 


All the service accorded guests at 
E the “Essex” shows a forteful purpose 
ASCOT PATTERN, WING TIP, RUSSIA o9 of the management to please its 


CALF OXFORD. FONDA. MAKE UPS, i} guests, whether they linger a day or 
QUICK DELIVERY a month. In point of location the 


“Essex” has many advantages to 
‘ RY the business man and tourist who 
$ 722 : ae seeks to get the most from time and 


money. 


Ss THE HOTEL ESSEX CO. 

UPHAM BROS. SHOE CO. a 
Stoughton, Mass. iN are 
m Ni McCARTHY BROS. 


c= ; PROPRIETORS 
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71—Tan Vici, Plain Toe, Button and Lace. 
i icickccrcdecatesdvssponega $2.60 
Pei. 04008b006e0%s0s0ceses 2.25 
711—Same,with}Tip. 3to8. ......... 2.75 
218—Same with Extension Sole. with Tip. 
MOG. iccccdoccocoscséicccsesd $3.00 


ya 


2100—Patent Colt, Gray Kid Top, Welt, Lace. 
$4.00 


2600—Patent Colt, Gray Kid Top, Welt, Lace. 


pT IEE ee OP Ee Tony t $4.75 
Same in Mat Kid Top and White Calf Top. 











Are You Prepared? 


Our -Hygrade IN STOCK Service is 
prepared to meet your children shoe 
requirements for the coming holiday 
season. 


GROWING 
FEET 


Tan Calf, Plain Toe, Button and Lace, Turn. 
1to 4. ......$2.25 See $2.60 
567 —Same with Tip. 3 to8......... 2.75 
267X—Same with Tip and Extension Edge. 
BOO Ga 0. h006d6s0n06+s000ane kets sed $3.00 


HYGRADE SHOE WORKS 


108-10 Duane Street 
NEW YORK CITY 


FACTORY : 270 Willoughby Avenue, BROOKLYN, N. Y. 
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110R 
FUR TRIMMED. FELT JULIETTE 
Leather Sole and Heel GRAY 


ACK 
NAVY BLUE NE 
ED GREEN 
BROWN 


No.£7210R - 
CHILD’S RED FELT. FUR: TRIMMED 


Leather, Sole and Heel 


Infants’ 5-8 $1.12 
17 
22 


Child’s 844- -111 
Misses’ 114-2 


PRICE 
$1.57 


No. 7754R 
FELT MOCCASIN, PAINTED COLLAR, 
WEDGE HEEL 


LAVENDER PINK 
ORCHID SAPPHIRE 
BABY BLUE, OLD ROSE 


IN STOCK 
DELIVERED 
IMMEDIATELY 


For any order of 
36 pairs or over, 
we will be glad 
to have you send 
your order by wire 
collect. 








No. 20134R 
RIBBON le FELT JULIETTE 
saomy 
GREEN 


No. 1430R 
TAN “Beaded De INDIAN} MOCCASIN 


Design on Vam 
No Halt Sizes % 


Men's 
Women’s 
Misses’ 
Child’s 


THE 
WESTCOTT 
WHITMORE 

CO. 


SYRACUSE, 
N. Y. 


Send for December 
bulletin showing 
complete line. 


Infants’ 


No. 35R 
CUSHION SOLE FELT MOCCASIN 
ROWN GRAY : 
WINE BABY BLUc 
PURPLE OLD ROSE 
SAPPHIRE LAVENDER 
PINK 
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TWO SPECIAL VALUES 


TO. FILL THE DEMAND FOR GOOD SHOES AT A NORMAL PRICE 
BOTH CALFSKIN SHOES—ONE TAN AND ONE BLACK 


ALSO 


Revised Price List of Stock 
| Shoes—Read Every Word 
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S-45 
Tan Calf Bal. 
B,C, wing ¥ 


5-11 
Price $5.50 


S-46 
Gun Metal Calf. Blucher. 
South Paw and Nugget 
Lasts. D and E Widths. 
Sizes 5-9, 5-10, 6-9, 6-10. 
Case Lots Only 
$5.00 


Revised Index and Price List, Fall and Winter, 1920-1921. Prices Subject to Change Without Notice 


MEN’S SHOES 
Stock Stock 
Page No. Description Last Price Page No. Description Last Price 
3 924 Wine Cordovan Bal Dunlap $8.00 10 558 Gun Metal Veal Blucher Nugget $6.00 
4 782 Colored Calf Bal Victory 7.00 
(Wingfoot Heel) WOMEN’S OXFORDS 
5 750 Cordo. Colored Side Bal Royal 6.00 Il 832 Colored Calf Brogue Oxford Barrymore 6.00 
6 737 Gun Metal Bal Royal 7.00 12 894 Colored Calf Oxford Bayne 5.50 
7 700 Cordo. Side Blucher Scream 6.00 
,  (Wingfoot Heel) WOMEN’S SHOES 
8 733 Gun Metal Bal Nature 7.50 13. 888 Colored Calf Bal Bayne 6.60 
9 732 Black Kid Bal Wachyourstp 7.50 14 873_ Black Kid Bal Bayne 6.60 


Put above in your Catalogue. 


PRESTON B. KEITH SHOE COMPANY 


CAMPELLO STATION 
BROCKTON, MASS. 


ARARARFRARTRARARAR 


Ace Last. 
All Sizes, 
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THERE ARE 16,000 TOWNS 
IN THE UNITED STATES 


FE, want the best merchant 

in each town to. write us 

for samples of our Felt Slippers 
for the Christmas trade—A com- 
plete line of women’s and men’s 
felts ready for at-once shipment. 


Write or wire us! 


CHIPMAN-HARWOOD COMPANY 


564 ATLANTIC AVE. .*. BOSTON, MASS. 
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Showing “‘Ajusto” Boot Top 
Form Before Boot Is Laced. 


IG Ic 7: 
a a a a a oe oe oe a a a a oo oe a a a a a oe oe a a a a a a a a a ate 


A Story of Two Shoe Merchants 


A leading shoe dealer in an eastern city increased his sales 50 per 
cent during the last six months as a result of forming up his display 
boots with ““AJUSTO” Boot Top Forms and NOW this merchant is 
living on easy street. His next door canpeies failed to keep up 
with the trend of the times, displaying his boots in the old fogy way 
by stuffing the tops with any old material, and HIS sales dropped 
down to the zero point. This dealer is now feeling sorry for himself 
and has a grouch on the shoe business. Moral: Follow the example 
of the up-to-the-minute shoe dealers who are increasing their sales 
by forming up their display boots with “‘Ajusto” Boot Top Forms. 
Order enough for your windows today. Price, $3.00 the Doz. 
Net. f.o.b. Model No. 2 for A and B width boots. No. 3 for C and 


D widths. No. 5 for Spats. 


U. S. SPECIALTY MFG. CO. 


115 Josephine Ave., West Somerville, Mass. 


Showing Boot Formed Up With 
“Ajusto” Boot Top Form. 
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HUB GORE---Romeos and Juliets 


ARE THE STANDARD— —s 


THEY SELL 
HUB GORE—INSURED 


FOR TWO YEARS 


EVERLASTIK, Incorporated — 
HUB GORE MAKERS 


NEW YORK 
395 Broadway 


BOSTON 
52 Chauncy St. 


TRADE MARK 
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Cocoa Calf New Wave Bal. Heavy Single Sole. 
Prize Last. Goodyear Wingfoot Rubber Heel. 


EEE Tea Tee Tel Teo Tok TTT Ta Ta To cniceliataneanaale ame 





No. 26 Russia Calf Bale Heavy Single Sole Brown Cordovan New Wave Bal. Wing Tip. 
Goodyear Wingfoot Rubber Heel. Heavy Single Sole. Fells Last, 


























2 SHOES FOR YOUNG MEN 
| si: -AND- 
‘ BIE MEN WHO KEEP YOUNG 
RIE The “Brennan” shoe will’ be exhibited at the N.S. R. A. 
Ia : Convention at Milwaukee in charge of representatives. 
=| Richards & Brennan Co 
H: Randolph, Mass. 
SE Boston Office 3 N. Y. Office 
E : 183 Essex Street Marbridge Building 
iin = ee Te 7a “yh AAW Wi \ WW Tan, 
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Changes in Business 
Current Events in F ailures, Suspensions and Activities 
in the Shoe and Leather Trade 

















Failures 


sa AP Hamer, shoes, etc. reported offer- 
to compromise at 25 per cent 
athan Schlesinger (85 Green St.), shoes, 
reported assigned. 

Gurvitz Bros., wholesale shoes, reported 
creditors’ meeting has been held, at which M. 
Sobel, Harry Talty and John J. Cummings 
were appointed trustees in bankruptcy by the 
referee. It is understood that the committee 
is making a thorough investigation of their 
affairs. 

Lawrence, Mass.—Algonquist Slipper Mfg. Co., 
slipper manufacturers, reported assigned to 

WT. Rochefort. 

Palmer, Mass.—Thomas Robak, shoes, etc., re- 
petitioned into bankru tey. 
Cambridge, Mass.—Charles Knoff, shoes and re- 
iring, reported an involuntary petition in 

oes lh, has been filed ~ creditors. 

New Bedford, Mass.—Twentieth Century Corp., 
shoes, etc., reported an involuntary tition 
in bankruptcy has been filed against them by 
three creditors. 

Foreman, Ark.—W. E. Gray & Co., shoes, etc., re- 
ported petitioned into ankruptcy. 

Indianapolis, Ind.—J. Gilbert, shoes, etc., reported 


assigned. 

Pontiac, 1 Mich.—Ringler & Pawley, shoes, reported 
petitioned into ba my. 

St. Louis, Mo.—Dell-Burt Shoe Co., D. J. Hostet- 
tler, menagee boots and shoes, reported on 
Novem , last, suit was instituted against 
them on an "account for $2,948.82, and it is 
now reported that the affairs of the company 
have been in a very unsettled condition; in 
fact, a meeting of their creditors and those of 

le Hostettler, who is owner of the Head 
Sample Shoe Co. of Enid, Okla., with branches, 
was recently held, and it developed that his 
liabilities were approximately $225,000, with 
assets of $275,000. Mr. HHostettler is the 
resent and ; 1 stockholder in Dell- 
Burt Sh Shoe C a Gordon, former treas- 
urer; Mr. Galen, vice-president, and Mr. 
Winston, secretary, withdrew sometime since. 
A creditors’ committee, consisting of A. W. 
Boardman of Boardman Shoe Co., A. M. Col- 
lins of A. M. Collins Co., Saul Hamburger of 
Hamburger Shoe Co., all of Boston; George 
ed, Leo Gordon’ and Walter G. Battle, 
was appointed, and it is their intention to 
take over control of the business, providing 
this action meets with the approval of all the 
itors. 
Morris Scissors, reported asse 
$12,525 and ie pttitine Of 313, 303.69, ‘of ¥ ae Ty 
$3,112.69 are unsecured claims. 

Fort Fairfield, Me. ae mt E. nanan, shoes and 
repairing, repor a volunt petition 
in or ~I, liabilities of $2,369.56; 
assets, $575 

{pooklyn, N. Y. = Hess, boots and shoes, 
reported debtor has now met the creditors’ 
demand for a 50 per cent settlement and has 
agreed to settle his obligations on basis of 50 
per cent on the dollar, 10 per cent cash and 
the balance in a series of notes of 5 cent 
each, endorsed. The majority of jitors, it 
is understood, have accepted this settlement. 

T. R. Emerson Shoe Co., Inc., manufac- 
turers and retailers of women’s shoes, with 
factory at 647 Lexington Avenue, reported a 
voluntary petition in bankruptcy =~ filed 
November 29 in the Federal Court by the 
rG R. Emerson Shoe Co., Inc., through Perlie 

P. Fallon, New York, eched uling liabilities of 
$359,245, and assets of ome 390, quahis of 


material, $67, ork’ process, 
$1,048: finished a Sg $14.9 932; seat plant 
(Brooklyn and Auburn, N. Y.), $57,044, and 


accounts receivable, assi to the Industrial 
Finance Co., Boston, Mass., 000. 
are given as ‘real estate, $28,000; co. $141,- 


109; accounts, $2,138; other perso property, 


New York—Quality Sample Shoe Co., shoes, re- 
ogee meeting of creditors was held on the 
6th ult., at which it developed they claimed 





that they had a stock of about $7,000 and they 
owed about $12,000. An inventory of stock 
re + taken by creditors, which 5 mee 
about $7, 
Worth Shee Co., Inc., wholesale shoes, re- 


persed a petition an ptcy has been 
led against this co 


Assets are approxi- 
mately $15,000, liabilities $19,000. 
piegel & Dupuoy, Inc., leather, reported 
an involuntary petition in bankruptcy has 
been filed by t creditors. Insolvency and 
preferences were alleged. The liabilities are 
estimated at $450,000 and the assets at 
. Francis L. Kohlman and Harry N. 
Wessell have been a ee receivers under 
ome bond of $10,0 
M. & F. Shoe Co., Tag. ane 102d St.), 
oes, reported petition into bankruptcy 
World Children Shoe Mfg. Co. Gamal 
Cohen, 48 Sheriff St.), shoe manufacturers, 
reported petitioned into bankruptcy. 
Paterson, N. J.—Hewitt-White Co., manufacturers 
of shoe laces, reported petitioned into bank- 
ruptcy. 
Rockaway Beach, N. Y.—Lazansky Bros., shoes, 
reported nef creditors called. 
Allentown, Pa.—Robert A. ——— leather, re- 
ported assigned to C. W. Kae 
Newport News, Va. —Berkow Shee § Store, shoes, 
pom ey : yypties of creditors called for De- 
cember 15. 


Changes 


Boston—Alice Fayette (wife of Robert), shoes, etc., 
filed married woman’s certificate 

Haverhill, Mass.— Wingate Shoe Corporation, -~ 
manufacturers, capital stock increased 


20,000. 
Somerville, Mass.—Sarah Levine (wife of Abra- 
ham), shoes, ee married woman's certificate. 


Denver, Col.—Gekco Company of Denver, shoes, 
— ta changed to the Gekco Company of 
olora: 


Fruitland, Ida.—P. E. Johnson, shoes, etc., re- 
ported sold out to Payette Co-operative Com- 


pan 

Osage City, Kan.—Calstrom Bros., shoes, etc., re- 

‘sold out to L. Goldstein. 

New Orleans, La.—Edward D. Kohlman (133 
Chartres Street), Ly shoes, recently 

Auburn, Me. —_anaitoen & 1 Howard, shoes, etc., 
Fare Pe 

Lewiston, Me. —Nathan Murphy & Co., Inc., shoe 
manufacturers, recently comme: business; 
ae with authorized capital of 

——— Me. —Beren Anderson Co., Som, etc., 

noorporated with capital of $500,0 

Atlantic ity, N. J.—London —— Shop Gon, shoes, 
succeeded by Meyer Auer 

Brooklyn, N. Y. pli Aaer ait Myrtle Ave.), 
shoes, sold o1 

Salvatore eet ‘7515 3d Ave.), shoes, 

ted sold out 

New. ork City—Frischman-Mandel Shoe Mfg. 

ce Inc., wholesalé shoes, corporation dis- 





ved. 
Stich & Aronson Shoe Factory, Inc., shoe 
ements, succeeded by Stich & Adams 
Shoe Mfg. Co., Inc. 


Nyack, N. ——Nyack Shoe Co., shoe manufac- 
turers, poe by Burger & David, Inc. . 
Ovid, N. ¥Y.—H. I. Maxon, shoes, etc., will retire. 


Scranton, Pa. Pa Beynon & —, leather, dissolved 
icceeded by Bert James. 
Spartanbure, 4 ¢. C.—Green 


, shoes, ete., will 
Eau Claire, Wis.—A. H. Hollen Co., shoes, etc., 
discontinuing. 


According to the Shoe and Leather boyy yo 
Agency, the failures, embarrassments. ., in the 
peep leather and kindred lines in the United States 
and Canada for the week en 
pny: b 23 against 19 for the preceding week and 10 
the corresponding period of 1919. The prin- 
ral failures of the week com 2 shoe manu- 
fa corporation in B: N. Y., and an 
upper leather concern’ in New York City. 


THE LEATHER MARKET 
(Concluded from page 97) 


Glazed Kid 


There have been fair sales of glazed 
kid. The matter of price depends very 
much upon what is wanted, but the best 
colored skins are bringing from 70c to 
80c a foot and from here the price ranges 
downward according to quality and the 
kind of shoe desired to produce. Some 
of the prices in glazed kid are running 
very low today. 


Patent Leather 


Patent leather shows little change. 
There is a fair export business. Prices 
on full grain chrome tanned sides range 
from 55c per foot down. The best 
leather for export account is still bring- 
ing 60c. Some good orders for colored 
patent are being filled to go abroad. 
This leather is made on special order. 


Sole Leather 


The sole leather situation shows vir- 
tually no change over a week ago. Offal 
has been selling in large lots and has 
been the most active feature of the mar- 
ket. Manufacturers could pick up 
leather now at a very fair price if they 
were disposed to accept the market on 
its present basis. 





[Travelers to Give Dance 


Cleveland Shoe Travelers have ar- 
ranged to entertain members, retail 
merchants, clerks and others in the busi- 
ness at a dance which will be given at 
Benedict’s Dancing Academy on the 
evening of December 30. The music 
will be the best that can be obtained in 
this city, the floor is one of the best in 
Ohio, and a delightful program has been 
arranged. George West is in charge of 
arrangements, and invitations will go 
forward in a few days. 





New Shoe Stores 


J. Carnes, Hingham, Mass. 
Harry Stearns, Newport, Me. 
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Columbus 


OXFORDS BEST SELLERS 
Demand for Wool Hose Is also Brisk 


Christmas trade has started early in 
local stores, according to shoe mer- 


. chants. They say this indicates that 


buyers are watching closely the adver- 
tisements and have become convinced 
that early shopping is desirable this 
year. In many of the stores Saturday 
there was a real Christmas rush in the 
different departments. 

While price recessions are still in prog- 
ress in the ready-to-wear departments, 
shoe merchants say that in footwear the 
bottom has been reached. Just what 
the cost of Spring footwear will be they 
are unable to state, but insist that the 
retail price will be no lower than at 
present. 

The weather has been like early Fall. 
The trade has again turned to oxfords 
and are showing their contempt of the 
weather by wearing silk hose in many 
instances. The sale on woolen hose is 
very brisk, as reported by the several 
shoe stores handling ‘hosiery. Spats 
also are very much in favor among the 


fair sex, gray and brown being among 
the “best sellers.” 


Plants Running at 75 Per Cent 


A canvass of the local shoe plants dis- 
closes the fact that a majority are run- 
ning at about 75 per cent, both in pro- 
duction and time. 


January Sales Planned 


Several of the leading stores are plan- 
ning to hold their usual Winter sales 
about one month earlier this season. 


January will usher in several of these 


sales in order to reduce stocks to a 
minimum before the usual inventory. 


Shoe Department Expands 


The shoe department of the John M. 
Caren Company will shortly move into 
the new quarters allotted it in the new 
building of this wide-awake concern. 
This department has grown, under the 
management of Mr. Donahue, from a 
very small space to the largest and best 
department of this store. 


Utica 


RETAIL TRADE BRISK 


Holiday Business Good Although 
Snow Is Absént 


Although the customary snow-fall in 
Utica which usually covers the ground 
with a foot or two about the middle of 
November is still conspicuous by its 
absence with every prospect of a “green 
Christmas,” Utica retail shoe merchants 
are experiencing a brisk trade which 
compares favorably with last . year. 
Holiday trade also contributes to the 
rush and there is quite a call for leather 
and felt slippers. 

With the accelerated trade, local mer- 
chants are becoming more and more 
optimistic. .Business in general is more 
steady and very few sales are being held 
by any of the large footwear establish- 
ments. Week-end sales which have 
been numerous with local shoe mer- 
chants during the last several months 
were few and far between last week and 
but two are slated for this week. 


MERCHANTS URGED TO BUY 


Regal. Shoe Man Says It Is Mistake 
j to Hold Off 


Local shoe merchants who have been 
holding off and have not as yet bought 
their Spring stocks are following out 
wrong ideas, declared J. T. Bradley, 


veteran shoe man and manager of the 
Regal store here. 
“T don’t see why the merchants can 


“not understand that they are only hurt- 


ing themselves when they delay their 
purchase of Spring goods,”” Mr. Bradley 
said. “They will wait until just before 
the opening of the Spring season, then 
go out and bid on the open market for 
their goods. They will then find that 
because they failed to make their pur- 
chases this year, they caused factories 
to close down and a decreased produc- 
tion which will mean that the demand 
in the Spring will be greater than the 
supply. 

“Tf the merchants, not only in Utica, 
but all over the country only had con- 
fidence this Fall and bought their Spring 
goods, they would not be facing a period 
of hard times such as now looms up 
ahead of us. By the purchase of their 
goods now, they would have kept the 
factories going and kept men at work. 
The men now will be broke and unable 
to buy merchandise in the Spring. The 
factories will not be able to supply the 
demand for shoes because of the idle 
period and the prices will not be ad- 
vantageous.” 





Ottawa Shoe Market, 203 Rideau 
Street, Ottawa, Ont.—about to com- 
mence business. 


MISCELLANEOUS 








_SETTEES 


SHOE STORE 
CHAIRS 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 
ance of your store. 
hipped subject to ap- 
proval and satisfaction 
guaranteed. 
Write for our latest cata- 
showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO. 
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The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attractive 
fixture for the store, also a 
long wearing and useful one as 
well. 
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Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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page per issue: 
1 time 
$4.00 $3.50 
8.00 7.00 
12.00 10.50 
16.00 14.00 





7 timies 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“‘Recorder”’ rates for space less than one-eighth 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


ITIONS _ WANTED—Four cents word for each 
+= amount accepted, seventy: ve 


accepted $1.25, 








SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








Ley: aE and traveling men calting 
on shoe trade to a good side line 
infants’ soft sole shoes and moccasins. Address 
C338, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 





SALESMAN for New York and vicinity with 
acquaintance and successful sales record 


.among manufacturers of high grade oops 


; to represent on commission basis direct 
mill agents’ rr line of shoe satins; excellent 
arteniey: al lications confidential; ad 
4 .”’ Room 1407 Times Bldg., New York City. 





GALESMEN for all territories. In stock propo- 
sition. Men’s work shoes, men’s Goodyear 
welts, boys’ and gents’ McKays, made in 
factories. Commission basis. Address C336, 
care Beet my Shoe Recorder, 207 South Street, 


Boston, M 
GIDE LINE SHOE SALEaeEN WANTED— 


To sell line of men’s popular priced, snappy 
dress welts. One erip of of sampies representing 





State 
experience and FR. Address Rohn-R = 
Shoe Company, 414 Fourth Street, Milwaukee, 





GALESMAN wanted for New England States 
and Pennsylvania, east-of Pittsburgh. Only 


‘those who have sold high grade line of turn and 


welt women’s shoes need apply. Submit refer- 
di Wm. Henne & Co., Inc., 957- 


ences. A 
971 Kent Avenue, Brooklyn, N. Y. 


XPERIENCED shoe salesmen with established 
trade to cover Southern, Western and Middle 
States with a manufactured line of felt .slippers, 
starting January 1, ment either on straight com- 
mission or No objections to non-conflict- 
ing shoe line. ‘ell us the whole story in your first 
letter with references. Address Freeman-Thomp- 
son Shoe Company, St. Paul, Minn. 


GALESMEN— Wanted i in following States to sell 
our line felt footwear, on commission, for 1921: 
New York, Wisconsin, Minnesota, North Dakota, 

South Dakota, Nebraska, Kentucky, Tennessee. 
Please do not apply unless you have traveled in 
these States. Ad oo Shoe Co., 530 
Atlantic Avenue, Boston, Mass. 


WANTED— Experienced salesmen in Ohio and 
Indiana to carry side line, infants’ -” eaed, 
leather and felt shoes, on commission 

C332, care Boot and Shoe Recorder, ‘207 o_ 


Street, ton, Mass. 


ANTED—High-class salesmen for city retail 
trade to sell misses’, children’s and _ little 


gents’ welts at eight per cent commission. is is 
a short line of ae ay at iy ot reset pei prices— 


an in-stock 
and Shoe Recorder. 20 207 South st St., Boston, Mass. 

















bap ec me oe live-wire salesmen on 
ight commission on men’s medium de 
dress — in stock, with advertii for the follow: 
ing territories: Minnesota, North akota, South 
Dakota, Nebraska, Ohio, Pennsylvania, Indiana, 
Colorado, Wyoming. Give full details of past ex- 
perience and name of concern now connected with, 
Phich w will be treated confidentially. Ogden Shoe 
Company, Milwaukee, Wisconsin. 


ALESMEN wanted to carry a specialty side 
line of men’s fine Goodyear welts; two samples 
in Brockton district; 








letter. Address €272, care Boot and 
corder, 207 South St., Boston, Mass. 


Sat WANTED—Road shoe salesmen 
Western Manufacturer of medium grade 
's and Growing Girls’ shoes for the states 





of Michigan, Ohio, Indiana Illinois, Wisconsin, 
Iowa, Minnesota, North Dakota, South Dakota. 
Preference given to men with established trade in 
those states. Men only wanted who will devote 
entire time to the line. A very commission 
ition to men who can results. Address 
311, care Boot and Shoe Recorder, 189 West 
Madison St., Chicago, Illinois. 


ALESMEN WANTED— 
men to carry line Men's 

Welts in either of Ci 
een. (3) poeee, 


onvenie. a= gk - 
4) N akota rei Dakota, . Few 
aye and Arioona, | (6) Republic ae: me 
men, with road experience in se oes 
ents record of achievement, ued apply. Lund- 
Mauldin Company, St. Louis, M 


FACTORY in Brockton eyo specializing 
on one shoe only has openings for salesmen in 
several territories. Every dealer ae a 
gotten grade of men’s ye shoes is ag po 
he price is right. Volume can be obtained; nd 
an —— Give full experience w 
writing. Addr 3, care Boot and 
corder, 207 South ' St., Boston, Mass. 


Wrpocialt live wire salesman for Iowa. 
a as line and felt sli 

xperience references. Address 
Boot and shad Recorder, 207 South St., Boston, 





ienced shoe sales- 
edium Grade Dress 
territories: (1 








ASoaketve salesman, excellent selling record, 
New England, wants new line for next season. 
Would prefer high mm pode wom wae os but is open for 
7, care Boot and 

ecorder, 207 South Si At A ass. 


A pamens 1, I will be open for a quality 
Manufacturers or job! that 
ray pot ry ‘southern territory open. Propo- 
— will be held in confidence. pa dress K372, 
tt and Shoe Recorder, 127 Duane Strect, 
ie York City. 
SALESMAN with office in New York City and 
established trade (the kind that don’t cancel 
readily) is willing to represent manufacturer of 
children’s, misses and growing girls’ or women’s 
shoes. Strict commission Ready to start 
at once. Address A. S., Room 81, 127 Duane 
Street, New York City. 
aes SALESMAN—Experienced, desires 
line of men’s work or dress shoes _— ° jila- 
delete and adjacent territory. Address P260, 
Boot and Shoe Recorder, 929 Chestnut 
Street, Philadelphia, Pa. 


SALESMAN wants line of women’s shoes for 
Western Pennsylvania and West Virginia. 
Trade established. Traveling now, but desires to 
make Atom C318, care Boot and Shoe 
Recorder, 207 South .» Boston, 


op od SALESMAN 
ants line of ladies’ and 


misses’ sos’ feather and canvas shoes; boys’, on 
C. A. Collins, Sun River, Mont. 














ass. 
a line of men’s 








Salesman Wanted 


We have one territory, with a well- 

a ee , open for the coming 
season. This territory comprises the 
States of North Carolina, South Carolina 
and Virginia. We want a live-wire sales- 
man, one with experience in selling shoes. 
on the road and who has the ability and 
pep to increase sales in this territory. 


In your reply give road experience in 
full, age, etc. 





Address: 
Thomson - Crooker Shoe Co. 
ROXBURY 20, MASS. 














FOR SALE 


FoR SALE—A clean stock of shoes and store 

ina eine tees OSS te Sestern 
Ohio. Growing Good reason for selling. 
Address C330, care Boot a and Shoe Recorder, 207 
South Street, Boston, M ass. 


FOR SALE 


Shoe business in a thriving town in 
Pennsylvania of 65,000 inhabitants, and 
a large drawing population doing a busi- 
ness of nearly $150,000. Best location in 
city, big money maker, long lease. Good 
for selling. This transaction must 











POSITION WANTED 





H'¢# SCHOOL GRADUATE, 34, wishes to 
make connection with shoe manufacturer. 
of retai 
ished. ddress C334, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


UYER—Must make a change. Eight years 

one firm. Retail jnhoes, department steve or 

\ iv . L 

iddle West —" Address 

C331, care Boot and Shoe Recorder, 207 South 
Street, ton, Mass. 


A “gy = Shoe Buyer 
wil — or _-: 
Twelve years 








and Mana; 
February, 1, widget. 


be cash, and will require $85,000. Only 
reliable and responsible persons need 
apply, and must state their responsibilities 
in first letter. Address all communica- 
tions to C 333, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 














WANTED TO PURCHASE 


To Shoe Manufacturers 


I wish medium priced men’s, women’s 
and children’s shoes for city and country 
trade. fj 








DELLMER CRANDALL 
218 East 120th St., New York City 
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eg RE ad 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year. 

Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


SH io 


a Por copy, 25 ceed. 


Cable Address BOOTRECO 


wane 


” Ceaniaen, 65 $6.00. 


Root Newspaper Ass’n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


a ee 


— $10.00 








WANTED TO PURCHASE 


WANTED TO PURCHASE 





We Buy for Cash 


Manufacturers’, Jobbers’’ and 
Stocks, Jobs, 


Retailers’ Surplus 

Close-outs. 

NO QUANTITY TOO LARGE 

We also entire stocks 

from retai or manufacturers. 
us particulars of what you 

have for sale. 

Short Term Leases Taken. 

We pay Highest Cash Value. 


VAN PRAAG & CO. 
Shoo Dept., Martin Posner, Manager 


459 Broadway, New Yi N. 
Telephone 2248-2249 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y 
Phone Canal 41]9 
We also purchase clothing, 
hats, furnishing goods, etc. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 


We will send a pr ie to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 aes - os / w York City 
Phone Spring $160-5161-5162 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will i ualen Sur paw. entibe a stepias 
a short term to run taken over. 

years. 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 











end pay Se highest cash price 


We buy 
of shoes or any 


pa Ban retail wheleats clocks 
other merchandise. 
bmg no object. ‘ 
sp our 5 
Bank and mercan a 


BROOKLYN PURCHASING SYNDICATE 
ery WALKER, 
way, 





Phone, Stagg 1757 


The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








Stocks 








MISCELLANEOUS 


ANTED—Men’s used sample trunks, 

92 or 96 samples. Address "C335, care Bast 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 

GHOE STORE in Harlem, doing $35,000 yearly 
business on a $5,000 stock with 35 per cent 
profit, carrying job lots and samples, known as a 
sale s must be sold at once. Good reason. 
‘Sites 369, care Boot and Shoe Recorder, 127 
Duane St., New York. 
ILL BUY modern, good-grade retail shoe busi- 
ness. Full —— in first letter (confiden- 
tial). Ac Address 6, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
WANTED to rent a desirable space in live wire 
ready-to-wear or department stores for shoe 
department. Address C314, care Boot and 
Recorder, 207 South St., Boston, Mass. 


“FISHER” 
b aw 
é tb : ns 
Heel ood and 
SUPPORT 


Without y dag AF to 
Prevents the Counters Py pace age 
Shoes from Running Over. gee 4 = 

ied. No Repair rtment ou 

without them. 
rn 
The New Improved 


“FE. W. ” 
SHOE STRETCHER 
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is $6.00 a year, including pos' 
FOREIGN SUBSCRIPTION The peice t0 to all 
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ADVERTISING RATES—Card of Advertising 
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North-Judd Mfg. Co., New Britain, Conn. 10 
United Shoe Machinery Corp., Boston... 36 
United Shoe Repair Machine Co., Boston 42 





MISCELLANEOUS 
Atlantic Printing Co., Boston............ 107 
Boot & Shoe Workers’ Union, Boston. . 28 
a Purchasing Syndicate, Becthiyn, 
LESS CREED ea ss Corus te dudes 127 
PR EET | & Preg, Boston...:.......... 107 
D’Avesne Translation Bureau, Boston.... 84 
Dellmer Crandall, New York City........ 127 
Ed iy Wine Rs oh csssaccccscuces 109 
Glauberg & Co., New York City.......... 127 
Grover, Nelson H., Boston............... 108 
Hooper Printing Co., Boston............. 107 
Hotel Essex, Boston...............0.0255 120 
Kalter Cerf. Merc. Co., Inc., Max, New 
ncaa nGUs6 00 0 0sk 4046 baw etc 127 
New York Export Purchasing Corpora- 
tha, Now Took Chtyie cc oie ccccccceces 127 
Olenick, I., New York City............... 127 
Bont, Ws Bu, Cg BOO: 6 occ ccc cccecce 108 
Shoe Trades Pub. Co., Boston........... 132 
Tolman Print, Brockton, Mass........... 107 
University Electrotype Foundry, Cam- 
OS REED BGR ee PRG FP Pe PN 107 
Van wees Co., New } Lt ee 127 


Dec. 11, 1920 
































































Dec. 11, 1920 : BOOT AND SHOE RECORDER 








Values That Defy Price Comparison 











$4 60 
Per Pair | 


Men’s Coco Brown, Full Grain Calfskin 
Uppers, 9 Iron Rock Oak Outsole, Grain 
Leather Insole, Goodyear Welt. 


In Stock B, C & D, 6-11 





No. 52 
Medium English 


$3 50 


No. 706—Boys’ Model Full Grain Brown 
Calf Medium English Bal, Oak Outsole, 
Goodyear Welt. 








No. 706 
Medium English 
Last 


a at 


No. 552—Men’s Full Grain Lotus Calf 
Bal, White Rubber Middlesole, White 
Wearproof Lining, Jumbo Oak Outsole. 


In Stock—B, C & D, 6-11 


No. 552 
Medium English 
Last 


DAVIES SHOE MFG. CO. 


Racine, Wisconsin 
To Our Customers — Above prices will apply on all unshipped orders 
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Why Pay to Have Your Shoe 
Factory Advertising 
Go Down This 
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For Less Money You Can Send It ALL On the | 
Shoe Factory Circuit aa ! 
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Efficiency and Singleness of Purpose ¢;., AMERICAN SHOEMAKING 


A Paid Circulation in the Shoe Manufacturing Trade 





that of any competitor, or more than all 


* 
Three Times competitors combined. Send for Rates, 


A. B. C. Statement and other details. 

















SHOE TRADES PUBLISHING CO. - 683 Atlantic Avenue, Boston 
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FOX 


ASHION IS LIKE A PENDULUM 

SWINCINC FROM STYLE TO STYLE 
WITH FOX FOOTERY FORESHADOW- 
ING EACH CHANGE. 


TO NIMBLE YOUTHFUL FEET, FOX 
SLIPPERS, PUMPS AND OXFORDS SUM- 
MON GRACE, ADD CHARM AND LEND 
DICNITY, WHATEVER THE STYLE 
MAY BE. 


SHOE RETAILERS WHO WISH TO SAFE- 
GUARD THEIR PROFITS BY SERVING 
THEIR CUSTOMERS WELL NEED ONLY 
FOLLOW THE SIMPLE FORMULA OF 
SELLING FOX FOOTERY. 


CHAS. K. FOX, INC. 
HAVERHILL MASS. 


BOSTON: New YorK: 
54 LINCOLN ST. MARBRIDGE BLDG. 
CHICAGO : BROADWAY AND 34TH ST. 
GREAT NORTHERN BLDG. ROOM 632 


i 
; 
@ 
é 
FS. 








Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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This Florsheim Stock Style 


Hampton last, style S-3, Tony Red = 
Willow Calf, with old gold stitching, 10 
iron single sole, semi-French rounded toe 
trim, price $8.00. 

















Florsheim stock styles are real Florsheims 
—quality that stands for more than mere 
words—the best of everything built into 


a shoe with unusual style. 
















THE FLORSHEIM SHOE 
COMPANY 


Adams and Clinton Streets 
CHICAGO 








The extra quality built into | 
Florsheim shoes when prices - = 
were up is retained at the 
lower prices of to-day. 
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A 1921 NOVELTY 


Grey Suede Two Strap—Strikingly Distinctive 
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The above model is made over our popular 73 last 
and carries full Louis Heel. Ask for number 334. 
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(RARARAR: 


o 


Mr. Charles L. Marks is calling on his Southern trade with a full line of novelties in the “E & M 
Shoe of Quality.’’ All other salesmen are now in their respective territories. 
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Emery & Marshall Co. 


Haverhill, Mass. 


* TUCKER 


Eastern City Trad J. B. LAUGHLIN In New England 
Southern Territory with Throughout the Middle West Office st iss Boost oa 
: : On the Pacific Coast 


New York 
1008 Marbridge Building 
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STYLE FORECASTERS 


In Medium Priced Dress Shoes for Men 


The Racine line of shoes is symbolical of styles to be in vogue. Built to satisfy discriminating 
tasty patrons. No pains or expense are spared to maintain those standard qualities of 
dignity, fit, comfort and serviceability sought in stylish leaders. 


The above illustration is just one of our stylish modified English last Goodyear welts. It 
has grain leather counters and sole leather lift heels, first quality 9 iron outsoles, first quality 
6 iron grain innersoles, full grain mahogany calf uppers, and 175 Khaki twill lining with 


felt lined tongue. : 
Write Today for Prices and Salesman 


Racine Shoe Manufacturing Co. 
Medium Priced Dress Shoes for Men 


RACINE WISCONSIN 
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White Kid Shoes are some- 
thing like White Kid gloves. 
No woman’s wardrobe is com- 
plete without at least one pair. 


They are “Style” in almost 
any season and are harmonious 
with almost any costume. 


Thus, they represent style arid 
at the same time are in prac- 
tically the same “Bread and 
Butter” class as your regular 
run of staples. 


Over a_ period of 
yeas F. B. & C. 


White Washable Kid 
has been largely tre- 
sponsible for accentu- 
ating the staple mer- 









Style that is “Bread and Butter” 






chandising value of White Kid 
Shoes. 


It is the only dependable high 
quality white kid tanned in this 
country. Not only is it elegant 
in appearance, but its high 
glaze finish prevents dirt from 
penetrating the pores. It is 
easily cleansed, wears well 
and holds its shape. 


F. B. & C. White Washable 


Kid means shoe beauty ‘that 
is practical. It will have even 


a greater popular 
following next Spring 
and Summer than in 
past years. 


Write for sample 
skins. 



















Amalgamated Leather Companies, Inc. 
Formerly F. Blumenthal Co. 
General Offices: 22 North Fifth Street; Philadelphia, Pa. 
Factories: Wilmington, Del. 


ST. LOUIS 
911 Locust St. 


BOSTON 
103 South St. 
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_ “Tn fairyland’’ you will meet leading shoe merchants from all 
_ sections of the U.S.A.! The decorations will be the most elaborate and spec- 
_ tacular ever seen!! You will not want to miss a single day! Send your hotel 
reservations to the 1921 N.S.R.A. Committee, Suite 224, Plankinton Arcade, 
| Milwaukee. 
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fou C ed on Honesty-Built on Honor : 


OR forty years the high ideals of the founder have 

found expression in the work of the organization of 
the F. Mayer Boot & Shoe Co. This sincerity of purpose; 
this constant, successful desire to make good shoes—to 
make the Mayer dealership a creditable distinction and to 
sell shoes for the merchant as well as to him—has been 
responsible for the steady growth of the demand for Mayer 
Honorbilt shoes. It is the reason why the capacity of 


the Mayer factories today is 240 times greater than it was 
forty years ago. 


The officers and executives of this organization will be anxious to meet 
visiting merchants and their salesmen during the N. S. R. A. Convention— 
Milwaukee, January 10, 11, 12, 13. Let us help make your visit pleasant. 


BE. Mayer Boot & Shoe Co. 


Administration Building Factories: Milwaukee 
288 East Water St. Seattle 
Milwaukee, Wis. Ludington, Mich. 
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inahes a temptingly 
dainty shoe ata price 
that urges the ultra= 
pessimist to purchase 


CG: ry this appeal 
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SEE THIS MODEL SHOE STORE 


AT THE 


Milwaukee Convention, January 10- 13 









a ses it will Have One ia the 


wneer 


SOLID COPPER 


Gif FRONTS 


Every wide-awake shoe man will find the MODEL SHOE STORE is 


headquarters for up-to-the-minute ideas and most successful methods of 
merchandising. The committee has arranged a very interesting and instruc- 


tive program to be given at this MODEL SHOE STORE at convenient 


hours every day of the convention. 


The windows of this MODEL SHOE STORE will be worth a trip to the con- 


vention. They will be trimmed by the most successful shoe window artists in ’ / 
the country. You will see every sort of a trim required throughout the year. y 
. . f 
Of course the windows for these prize displays will be constructed by a 
the Kawneer Company —the pioneer builders of sales pulling show J The 
windows. More than 110,000 Kawneer Store Fronts are now solving (eee 
the window display problems for successful merchants everywhere. 3 “ Company 
/ 2413 Front St. 
. Niles, Mich. 
Please send me a 


Write for this Valuable Book Today seria 


/ copy of your new 

a nee / BOOK OF DESIGNS. 
W ff 

K COMPANY i F #5". 

NILES MICHIGAN 


Cop e000 es 6 602066. 6 6 
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Long wear 
Dress wear 





Play wear 
Work wear 
Any wear 
Every wear 


Sold by shoemen everywhere—who 


sell the best ware—for the best wear. 


CASTLE KID CO. INC. 
Originators and Makers’ 
CAMDEN,.N.J. 


y NOVILLA'E 
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T EK N D e® @ 
THE FOURTH SEMI-ANNUAL _ 


CHICAGO NATIONAL 
SHOE EXPOSITION 


PALMER HOUSE 
January 12-13-14 and 15, 1921 


fi there ever was a time when a shoe merchant should get into 
closé contact with manufacturers and wholesalers---when 
he should study styles, prices and market conditions, that time is 


NOW. 


The Milwaukee Convention will be the 
most elaborate affair ever conducted by the 
National Shoe Retailers’ Association. Every 
progressive merchant who has his heart in 
his business will attend.. This great meeting 
will be held January 10th to 13th. 


During the latter days of the same week 
of the Milwaukee Convention, the Shoe 
Travelers’ Association of Chicago will hold 
their Fourth Semi-Annual CHICAGO 
NATIONAL SHOE EXPOSITION, 
January 12th, 13th, 14th and 15th, at the 
Palmer House, Chicago. 


This Exposition alone is worth the price 
of all expenses to Chicago from anywhere in 
the United States. But because of the close 
proximity of both the Milwaukee and 
Chicago exhibitions, the dealer is getting an 
opportunity of attending both displays for 
practically the price of one. 


A 
<e 
v 


It will pay every merchant to come to the 
Palmer House after the Milwaukee Conven- 
tion is over. Here, among the 200 or more 
displays of men’s, women’s and children’s 
shoes, spats, fixtures and other accessories— 
representing every market in the country— 
the dealer will have a splendid chance to 
obtain valuable information and arrange 
money-saving purchases for present require- 
ments as well as for Spring and Summer. 
Each line will. be assembled in a private 
room, where every facility for considerate 
comparison and selection will be maintained. 


Chicago is only two hours from Mil- 
waukee—by rail or boat. . Hotel arrange- 
ments in Chicago will be made for you, and 
further details‘about the Chicago National 
Shoe Exposition will be supplied, by com- 


. municating with Jos. H. Everston, Manager, 


906 Security Bldg., Chicago, or any Chicago 
shoe house or shoe salesman. 


UNDER AUSPICES OF 


Shoe Travelers’ Association of Chicago 








Accurate records make it easy 
to make out an income tax report. 


An up-to-date National Cash Register gives complete and 
accurate records of — 





@ Cash sales. @ Received on account. 
@ Charge sales. @ Petty cash paid out. 


A merchant must have these records to make out his 
income tax report. 


National Cash Register records are printed and added. 
They are always available and always reliable. There 
is no other way a merchant can get these records.so easily 
as with a Natiortal Cash Register. 

Every merchant needs these records once a year for his 
income tax report. He needs the same records every 
day to control his business. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CO. 


DAYTON. OHIO. 
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SHOES YOU CAN RETAIL AT 


$5.00 
WITH A REAL PROFIT TO YOURSELF 
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Our Full 
Line 
Will be on 
Display at 
Booth 32 .. Bi 
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No. 277 
Heavy Chocolate Retan Upper Grain 
Innersole, Neolin Outsole, Goodyear 
Wingfoot Rubber Heels. 
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THESE SHOES BUILD 
BUSINESS AND MAKE PROFITS 


TOMAHAWK SHOE CO. 


FACTORIES ' al 
TOMAHAWK, WIS. Manufacturers dian. we. T 


ICO IVOCO MONI 
RRR 
HON 


ee 


MERRILL, WIS. 


RF RT RT RP RRR 


JOT Too Pie eyo 
SITTIgyacalt 


Pedic 
2} 
) 








ee 


2 DS a eR RED ng SR tg AR Sp NE ORES 
2 - — atiniesens ESS GP eee ee Oe ROR 


[ERT py ang PORE LITT. ES 
ithe Bn we hh ie 3 


aa 


iT RI. 


ca a 


SORES SCT hn I te SRL NERS ne NNER 58 = ee ae 
Pan Fabia Ss i s = 


ee ee 








+ BOOT AND SHOE RECORDER Dec. 18, 1920 


TTT OH OLRM MeL LLL eT LULU LLU Le LLU Sb 


THE APPEALING BEAUTY 
PERIOD DISPLAY FIXTURES | 


Artistically reflected through your window display adds enchanting salable richness to 
quality shoes. Beautifully trimmed windows forcefully command the respect and ad- 
miration of the consuming public and inevitably convert them into permanent patrons. 








Decorators Supply Company’s Catalog is full of practical suggestions in re- 
VISIT fined window trimming, artistic stands, easels, backgrounds, lighting and 
eee aaa ceiling relief decorations. In fact, everything helpful to window trimmers 
that will incorporate this spirit of forceful selling into your-window displays 


AT THE ew 
MILWAUKEE and greater Good Will in your business. 


CONVENTION , . 
BOOTH 129 Win the Patronage of the Better Class 
ae aed WRITE TODAY FOR CATALOG T 


The Decorators Supply Co. 


Archer Avenue and Leo Street 
Chicago, U. S. A. ; ©) 


Manufacturers of the largest diversified line of 
wood and composition fixtures in the World. 





























New Colonial productions 
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Introducing ae Sheresilk ass the latest 


TRADE MARK 


A -- 
j 
j 


“Onyx” @ Hosiery 








4 
Rag USP EMED 


creation. 


An unusually fine Sheer Silk Hose, 
made with square or “POINTEX” heel. 


At most attractive prices. 


Emery 6 Beers Company, inc. 


Department P 
SOLE OWNERS OF “ONYX” HOSIERY 


BROADWAY AT 24th STREET 
NEW YORK 


Chicago Office: North American Bldg., State and Monroe Streets Philadelphia Office: 1033 Chestnut Street 
Boston Office: 31 Bedford Street Buffalo Office: 210 Pearl Street, Mutual Life Building 
San Francisco Office: 259 Geary Street 
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NEW DESIGNS 
BUCKLES FOR SPRING FOOTWEAR 


SEASON OF 1921 
Unsurpassed for Variety of Attractive Finishes 





[Composition Metal] 
[Non Corrosive ] 





















































[Composition Metal] 4\ 
{Non Corrosive] | “| | 
BRANCH Ai 
SALES OFFICES Ay } 
OUR PRODUCTS CAN BE PURCHASED FROM ALL LEADING JOBBERS NEW YORK Ya 
127 DUANE ST. Mi | 
NORTH & JUDD MFG. CO. CHICAGO. i’ 
NEW BRITAIN, CONNECTICUT a ae 
. Pn ST. LOUIS, i 
Write us Direct for Free Samples 608 VICTORIA BLDG. | Y 
Gq"p DP SAN FRANCISCO, Uy 
POSTAL TEL. BLDG V4/| 
ANCHOR HAROWAR Yi) 
SAO ae z Ze Lifpa\ 
eS SS wrEm se Ss 



























ANCHOR BRAND NEWS [Exrra 


Published by NORTH & JUDD MFG. CO., New Britain, Conn. 























Stylish European Women Wearing Buckles Upon the Newest Types of Footwear 


Women who set the fashions are now Buckles are now universally demanded 
wearing strap shoes adorned with buckles for ornament. Referring to this, the dis- 
of various designs. patch says: “Buckles‘will be oval, round- 

cornered and square.” 















This information is verified by a copy- ‘ 
right dispatch to the New York Herald from _ North & Judd Manufacturing Company 
our style observer abroad. is now prepared to supply the entire shoe 
é ; trade with the very newest styles in buckles. 
Shoes with straps are in demand every- | Special attention has been given to creating 
where in European Capitals. Thenewsdis- _ finishes which harmonize withpopularshades 





of leather which will be worn in the United 
States during the coming Winter, Spring and 





patch says: 















“Women’s shoes with straps will be : 
stylish all winter, according to leading Summer. Exclusive patterns have been 
tg a =: ae yen originated by our designer and can be found 
gree &é 9? . ‘ 

— toe tips also will be in style. only on “Anchor Brand” Buckles. 

uede shoes will have two straps. REQUEST OF JOBBERS AND WHOLESALE MANU- 
They will also be shown in pearl, DESIGNS AND FINISHES. WIRE FOR THEM TO- 
steel gray, brown and dark navy blue.” DAY OUR EXPENSE. 
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JANUARY 3 fo 29 


ROOM 541 


HOTEL IMPERIAL 


New York City 


Bx 
The H.W.MERRIAM SHOE CO. 


of Newton, New Jersey 


Will have on display their complete line 


OF 


“CRADLE to COLLEGE” 
CHILDREN’S SHOES 


Welts -: McKays -:- ‘Turns 





STAPLE SHOES and NOVELTIES 





We carry TURN SLIPPERS 7” stock 


George W. Sharp, Representative 
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WHITE BUCK OXFORD 
VAUGHAN’S IVORY SOLE AND HEEL 
GOODYEAR WELT 


A REFINED MODEL FROM OUR EXTENSIVE 
LINE OF OUT O’DOOR STYLES IN ANSWER 
TO A COUNTRY WIDE DEMAND FOR SPORT 

FOOTWEAR 


ee LL SMe em ett TTT TT TOU OU OU One 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKAY SHOES 


SALEM, MASSACHUSETTS 


BOSTON OFFICE 


FACTORY 
196 ESSEX STREET 


407 BRIDCE STREET 


3 
: 
: 
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. Underlay Oxford—'Turn—Gaby Last 


: For Makeups— Quick Delivery 
Colt with Ooze, $7.75—Kid with Ooze, $8.50—Calf with Ooze, $8.25 


: 
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Crawford Arch-Supporting Shanks 
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Help Sales Along 

LINE of shoes with Crawford Arch-Sup- 
i porting Shanks is a business building asset 
t for any lively shoe store. 
I The Crawford Arch-Supporting Shank is built BRANCHES 
i right into the shoe—fitted between the inner and Aubert; Ma. 
hi outer soles and locked to the insole. It pre- Brockton 
Bc serves the shape of the shoe and gives support Chicago 
i to the arches and ease to the foot. It cannot Cincinnati 
a: abrade the skin. pe sno 
i * ; i es Lynn, Mass. 
ie HE finished, fashioned and fitted shoe is in- Marlboro 
i} 4 tended for the foot only. Any appliances Milwaukee 
crowded into the shoe will cramp the foot, injure _ a 
the arch, and destroy the shoe. Pad Krieg Co. 

(New York) 

r Many people in your city have been dissatisfied Philadelphia 
* with arch-supporting appliances. They will ap- Rochester, N. Y. 
: | preciate a line of shoes built with Crawford — ane 













F Arch-Supporting Shanks. It will pay you to 
f carry a stock. 






Write us today for particulars. 


United Shoe Machinery 
Corporation - Boston 


UAC 
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“MAKES LIFE'S WALK EASY” 


APGMABA 





ut this Gnliday Sens 
uy me wish for our host 
of friends in the industry, 
routage, strength, and mis- 
Dom to mert fearlessly and 
wisely the problems of the 
present, to the end that the 
New Year may bring to 
them a full measure of 
health, prosperity, and 
happiness. 

Lewis A. Crossett Co. 











RNorth Abington, Mass. 


December, 1920 i % 
Bou are cordially invited to visit our booth, No. 6, 


Rew England Section, at the N. S. R. A. Con- 
vention, Milwaukee, January 10, 11,12 and 13. 
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For men will be shown 
at the National Shoe 
Retailers’ Association 
Convention, New Enég- 
land Display, Kilbourn 
Hall. 


Our Mr. J. Howard 
Field will be in charge 
of our booth, assisted 
by J. J. Kaltenbrun, 
Fred J. Coens and Al 
Wiskochel. 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
Brockton, Mass. 


BOSTON—207 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street DETROIT—461 Book Building 
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The SENATOR. 


“ALL AMERICA” STANDARDIZED SHOE 














7372 


Black Kid 
Combination Last, 
5 to 1S— AAA tol. 














A truly wonderful boot 


At the Milwaukee Convention, Booths 7-8, 
Kilbourn Hall, you will see this remarkable 
selling boot—it’s made on a combination last, 
sizes 5 to 15 and widths AAA to [—it belongs 
in every shoe store for it fits every normal foot 
and besides — it’s a stock proposition. 


Rice & Hutchins Inc. 
10 High Street, Boston,U.S.A. 
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TRADE ARS 


“Areh Preserver 
Shoe” Is a 
Money Maker 


For Dealers 














FIRST—It will enable you to cut down the number of 
lines of shoes in the store. 


SECOND—It will reduce the average time consumed 
in fitting and selling a pair of shoes from 25 per 
cent to 50 per cent, provided the shoes are treated 
in the store as regular shoes, and bought in leathers, 
patterns and sizes as regular shoes are bought. ~ 


THIRD—It will eliminate at once and forever the 
eternal and very expensive struggle to get the larger 
ortion of the customers to accept shoes which are 
fitted the proper length for the foot, from heel-to-ball. 


FOURTH—It will reduce to practically the zero point 
the possibility of loss of time and money and cus- 
tomers as a result of short fitting. 


FIFTH—The new and original system for properly 
measuring the foot is furnished, thus insuring the 
quick and accurate selection of the length and width 
of shoe, which gives the customer instantly the 
sensation of a perfect fit and a different and better 
‘feel,’’ stamps the shoe and the operators in the 
store as leaders in the shoe world. This fitting sys- 
tem is supplied without charge to those—and only 
those—using the Arch Preserver Shoe. The .same 
system can be used, however, for fitting all shoes. 
It is the only system ever devised which will tell the 
actual truth about the size of a foot. 


SIXTH—The shoe presents more real advertising 
and business bringing advantages than any shoe 
ever offered to the trade. Copy, cuts, etc., illus- 
trating and describing the features and advantages 
of the shoe in the most convincing way are supplied, 
thus making the work of exploitation very easy for 
the dealer. Every consistent means is employed to 
assist the dealer in making a real success of the Arch 
Preserver Shoe and of the shoe business. 


We Advise Sampling on the Fol- 
lowing Styles 


No. 156—Cocoa Tan Calf Bal. 

No. 139—Black Glazed Kid Bal with Kangaroo Tip. 
No. 137—Gun Metal Calf Bal, Mat Calf Top. 

All on last illustrated. 


SEND FOR CATALOGUE 


At the N. S. R. A. convention at Milwaukee 
(New England Display) we shall show our 
general line of ready to ship and made to order 
shoes, together with that crowning achievement 
in modern shoemaking—the “Just Wright”’ 
Arch Preserver shoe. Jot down in your note 
book—Visit booths 39-40 Kilbourn Hall. 


kK. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


PHILADELPHIA 
713 Building 


CHICAGO 
Republic Building 


PITTSBURGH 
Empire Building 
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T°WIN Sabot strap sandal made up in Russia Calf. A novelty that 
turns public indifference into a strong purchasing desire. Note the 
style features. It dresses the foot with dignity. In the suedes—black 
or colors, its attractiveness to many is magnified. When black kid 
is cut the resulting shoe is as sensible as it is sedate. The Full Louis 
heel on this model is a harmonizing touch. 


Witherell ~ Dobbins ' Company 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 
Boston Office, 110 Lincoln Street 
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The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 

; Cleveland New York Haverhill Columbus, Ohio Lynn 

18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
i Rochester Mariboro 


Chicago 


1423 Olive 
Se. 














It's yours for 
the asking — 


We have made it possible for every shoe dealer to 
.install one af these Goodyear Shoe Repairing Outfits 


on very easy terms. 


The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 


soon control all the business in his territory. 


Service giving is the secret of success in the shoe. repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. 


With this Goodyear outfit you can do a’ stitching job equal 
‘to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 


We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 


for a particular size shop. 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 859 Mission Sereet 16 No. 2nd Street 
Cincinnati Brockton i Harrisburg, Pa. 


San * 











Johnson City, N.Y. Auburn, Me. 
Street 30] American Casualty Bldg. 286 Third Street. 221 No. 13th Street 216 Chartres Street 
i Reading, Pa. Milwaukee . Philadelphia New Orleans 
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Stock Styles, Just What is Wanted, 
Brogues for Outdoor Wear, A Dress 
Shoe for Evening Oc- 
casions. Price Will 
Please You. 


Ask us 
to quote 


you today. 

Stock No. 524— 
Brogue Last. Gallun’s 
4 Norwegian Brogue 
Bal. Rawhide Slip 
Sole. 
Stock No. 642—Brown Cor- FENWAY LAST 
dovan Brogue Bal. Rawhide Patent C. S. Oxford, 3 Bevel Edge, Flexible’ 
Slip Sole. Sizes and Widths: Sole. bo and Widths: AA, 63% to 11; A, B, 
eo > en 6 to 11; C, D, 5 to 11. 

5 to 11 


‘*Dalton’s’’ will be Exhibited at the N.S. R. A. Convention at Milwaukee—Look Us Up 
Booth 30, Kilbourn Hall, in charge of L. Holmes Dalton, E. B. Slocum, C. F. Barstow and J. A. Warrender 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegian Brogue 2 


Oxford. Rawhide Slip Sole. Stuck No. 679—Regent Last. Brown Cord Varsit Or 
Stock No. 693—Brown Cordovan Oxford. Revise ey on ford. yy ie Sizes and Widths: AA, 7 to 11: A, wy : 
Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; C, D, 5 : D, 5 to 11 


The Dalton Company, Inc. 


Men's Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 6651 Marbridge Building Chicago: 1415 Great Northern Building 
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idedly Thompson’’ 
| Brogue Oxfords 


One of the livest stock numbers to date. 
They are selling freely. No wonder 
when you consider the price. Cut from 
genuine Norwegian grain. 
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Stock No. S 610 


Gallun’s No. 4 Norwegian 
Grain Brogue Oxford. Per- . 
forated wing tip and heel 
foxing. Thompson's 
Brogue Last. 

Code Word—“Noise.” 


Price $8.00 
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MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO), 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brcckton (Campello), Mass. 


| ee On BROS .SHOE 
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A Strong Line of Quick Selling and 
Profit Making Comfort Boots, Oxfords 
and Boudoirs 


In Stock Ready to Ship on Day Order is Received 
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Boudoir, Low Heel. hindi kd cee Women’ 's Whole Quar- 
Comfort Button. 
o8 Rubber Heel . $2.75 


Kid Ballet Slipper. 
Child’s, 844-11...$1.40 
Misses’, 1134-2... 1.45 
Growing Girls’ 


Also Gymnasium ‘ E 
Low Heel $1.85 Comfort Blu. Oxford 
ee 1.50 jeovccece 0-8 Rubber Heel .$2.50 


Women’s Whole ea 
ter Comfort, 9-8) Rub- 
ber Heel.........$2.75 


Sah ig, COO $1.85 


Terms, 2% off 10, net 30 days. 
Sizes all 244-8. All Cabretta. Turn Soles. 1% additional if cash with order. 


THE BAY STATE SLIPPER CO. 


Department 10, HAVERHILL, MASS. 
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Cocoa Calf New Wave Bal. Heavy Singie Sole. 
Prize Last. Goodyear Wingfoot Rubber Heel. 








7, 7, 





No. 26 Russia Calf Bal. Heavy Single Sole Brown Cordovan New Wave Bal. Wing Tip. 
Goodyear Wingfoot Rubber Heel. Heavy Single Sole Fells Last 








SHOES FOR YOUNG MEN 
-AND- 


MEN WHO KEEP YOUNG 














The “Brennan” shoe will be exhibited at the N.S. R. A. 


Convention at Milwaukee in charge of representatives. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
183 Essex Street Marbridge Building 
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will be displayed at the National Shoe Re- 

tailers’ Association Convention at Mil- 
waukee, Wis., January 10, 11,12 and 13. Booth 
25, Kilbourn Hall. 


Buyers looking for styles with “that different 
look” can feel confident of finding them here. 


2 ye H. & E. line of high grade novelty,turns 


—DOROTHY PUMP— 


In Black Kid. Immediate Shipment 
while they last 


PRICE $6.50 


No. 104 AA-C 


HOPKINS AND ELLIS - Haverhill, Mass. 


Boston Office, 108 Lincoln Street ; 
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“DALCO” SHOE ORNAMENTS EXCEL | 
















































































The above designs suggest our capability to y shoe manufactu nd dealers original designs in every form 
of footwear ornament. Inquiries for san nd es promptly acknowledged. 


Dalrymple, Pulsifer Co. = Haverhill, Mass. 
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No. 467—The Plaza. Brogue 
bal, black and tan cordovan, 
two full soles, rubber doubler, 
stitched around heel, pinked 
and perforated. Goodyear 
Wingfoot heels attached. 


. ' No. 400—The Plaza. ¥ B xford, 

No. 402—The Ritz. Lace oxford, black 2URRER — iets nak tam: aa heer chads oeie. 

and tan calf, heavy single sole. Goodyear stitched around heel, pinked and _ per- 

Wingfoot heels attached. aw Goodyear Wingfoot heels at- 
tac . 








The shoes pictured on this page are made of the finest cordovan and calf, 
with Goodyear Wingfoot heels attached, which are well known for quality 
and wear. They are strictly top grade and will please your customers who 
want the best at a reasonable price. Our price and quality we know will be 
a pleasant surprise to you. 


Old Colony Shoe Company. 


84 East Railroad Ave. - BROCKTON, MASS. : ; 
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| LIBERAL PROF IT | 


FOOTPALS =—_ 


The Standard in Felt Slippers 


| QUICK TURNOVERS | 





Our newly acquired Bridgeport Factory 
gives us 50,000 square feet of additional 
working space and an increased output 
to bring our production to ten thousand 
pairs per day. 

Our line is complete, offering numerous 
creations in leather soles and soft-soled 
slippers to meet your every felt slipper 
requirement, and place you ahead of 
your competitor. 

Our salesmen are now visiting the job- 
bing trade. Get in touch with the dis- 
criminating jobber handling Foot Pals 
before placing your next season’s orders. 


Jobber docen’t have them || COMPLETE VARIETIES! 


—and give us his name. 
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THE E-Z WALK MFG. CO., Inc. 
62-70 W. 14th Street, New York City 
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cme ‘NEW PRICES 
BROGUE | RE ADY 


No. 21— Full 


- chrome, fine ma- 
hogany calf. 
Heavy fair — 


ed sole. 10- 


Military heel. 
Pinked and per- 
forated vamp, fox 
and real outside 
wing tip. 





Terms: 2% 10 days, Net 36 


Numbers 1, 2, 9, 10, 11, 12, 14 and 17 


Price, $6.00 


; ae oe No. 11—Fine Russia Calf 8}4-inch, % Fox 
Sold aad < doaent, 00 a width in Lace. R in vamp and tie with perfora- 
ollowing 81 ns: tions, blind eyelets, white fairstitch, 10-8 

A—4-7, “+ 74, 5-8 military heel. Stylish street jest, 
B—3-7, 4-7, 4-8 No. 12—Black Kid 834-inch, % Foxed 
C—216-606. 344-7, 4-7 Lace. Pressed and pe orated vamp and 
D—214-644, 336-7, 4-7 tip, blind eyelets, black fairstitch, 1 ae 


taryheel, Last as above 


PerfectionjPump. A perfect pump for all 
occasions. Smart, Neat, New! 

No. 4—Black ooze calf. Full Louis 
covered heel. Newest Pump Last—very 
flexible. C and D Widths Only. iso 


No. 14—10}-in. 
Brown Ki 
LeatherLouis heel 


No. 17—Sam 
shoe, Black Castle 
Kid x 
No. 10—Same as 
above, except 
9-inch Camel 
Kid, Plain Toe 
$4.00 


ANKLET TIE : 
(The Shoe of the Minute) No. 1—Black Kid 84-inch, % Fox Lace. 
No. 16—Black Satin. Full Louis covered se pe edge, perforated vamp and tip, 
$5.00 blind eyelets, 14-8 Cuban heel. New last. 


$4.00 
No. 2—Same as above in Brown Kid. $5.00 


No. 9—Same as above in Fine Russia Calf, 
with white fairstitch $5.00 


sscrory BANCROFT WALKER COMPANY cosrox orrice 


13 WORMWOOD ST. 


BOSTON, MASS. MAKERS OF SMART SHOES FOR WOMEN RICE BUILDING 
We invite you to try a dozen. We pay express if unsatisfactory. 



































Since above two-strap effect 
is typical of ‘Watson. 


Like the rest of the Watson 
line it is ‘‘smart,”” ‘twell made’ 
and “salable” and will be on 
show at Milwaukee. 


Quotations furnished. 


Be sure and visit us at the Na 
tional Shoe Retailers’ Conven 
tion, January 10-13. You will 
find us in Kilbourn Hall on the 
main floor. 








Shoe Company 
FINE WELTS EXCLUSIVELY 
LYNN MASSACHUSETTS 3 


omens oy . ‘ . 
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Shoes made of P & V Leathers possess 
character, quality and style to a consider- 
able degree. P& V Leathers are the result 
of three generations of careful study of the 
best standards of leather, especially its ideal 
adaption to shoes. 


Merchants who sell shoes made of P & V 
Leathers can feel confident that they are 
offering to their customers a perfected prod- 
uct, having utmost value. 


Pfister & Vogel Leather Co. 


Milwaukee, U. S. A. 
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Our Latch-String 
Hangs Out 


We be very glad to 
clasp your hand and have 
the pleasure of entertain- 
ing you at the.Nunn-Bush 
plant. 

Seven Minute Taxi Ser- 
vice to our factory will be 
at your service d g the 
convention—day and 
night. 

Our display will be in 
the Wisconsin Exhibit 


World’s Fair Hall, Mil- 
waukee Auditorium 


NUNN, BUSH & 
WELDON SHOE CO. 
Milwaukee 
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Style Si0es of Quality fi 











IM 


HE buying public is showing a 
keen appreciation of values. They 
know that good leather in shoes 
insures not only wear and comfort, but 


style as well—for style depends entirely 
upon the quality back of it. 


— S| a 





The appearance—or style—of a shoe is 
preserv’ 1 by the use of high-grade ma- 
terials in the making. That’s why Utz 
& Dunn Shoes hold their shape; and 
if a shoe holds its shape it holds its 
appearance. 


= ————— 


B 580H 


Black Suede Riveria Sandal turn, 
Pasadena last, 24-inch full Louis wood 
covered heel. 


= ———_ 
LO 


One of the new aod attractive Ute & If you attend the Milwaukee Convention 

unn models which will be displaye 

co’ Haas Tin. TE Os the Witeaeien be sure to call at Booth No. 173 and see 
the “Style Shoes of Quality” line. It 


Convention. 
will apy you. 


UTZ & DUNN CO. 


ROCHESTER, N. Y. 


BRANCH oa 
DENVER N YORK CITY LOS ANGELES 
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Ant authentic report from a great shoe 
manufacturing center that sizable orders 
are coming in from dealers and wholesalers is 
worth its weight in gold these days. 






Accordingly, the shoe manufacturers of 
Lynn are glad to state that the activities of 
their plants nowadays presage a healthy 
swing in the direction of normal capacity and 
that a general improvement in the volume of 
orders received is unmistakable. 


In other words, the biggest subject engaging 
the attention of Lynn’s great shoe production 
units is SHOES. Speculations about the 
future of the Industry have become secondary 
to the certainties of that future, and labor 
discussions are things of the past. 






















ALLEN, GOLLER, LEIGHTON Co. 


A. Fisoer & Son Grecory & Reap Co 











BarTLETT-SoMERS Cop. 
Burpett SHOE Co. Cotter SHOE Com. 
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At no time during the long period of slug- 
gishness in the shoe business have the Lynn 
manufacturers indulged in pessimism. ‘The 
measurable increases: in business coming to 
them merely justify the sensible optimism 
with which they have somehow been able, by 
the grace of good judgment, to view the shoe 
business at large. 


Lynn’s SHOE manufacturers are making | i 
SHOES. They are booking orders for | a 
SHOES. Their correspondence with the sna 
Trade relates entirely to SHOES. Their 
customers are likewise focusing their atten- 


tion upon SHOES. 


a ee 


ye spemagsree 





SHOE times are coming! i 7 yp iE 


.J. HARNEY SHoeCo. Hennessey, MaxweE i & HENNESSEY | a _— i 
>. W. Herrick SHor Co. T. J. Kiety & Company . 4 
ip ComVatson Soon CoMPANY Wituiams, CiarkK & Co. 














THE SHOE ABOVE THE MARK 
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PROUD! 
YOU'D FEEL CHESTY, TOO 


I simply can’t soft-pedal on a bit of news that’s just aching 
to get its hearing—that deserves an impressive smash, 
about what we’re putting across. 

These days are not for generalities. Here’s what you want 
to know— 

While the industry was at a standstill, our factory did keep 
making and did sell fast and often. We must have been 
right in every way or it couldn't last, or it couldn’t get such 
praise as our customers shower on us. 

And now—for Spring delivery, we have scraped every nook 
and corner, in fact we have shaved costs so closely we be- 
lieve that we have reached a point of recession at which 
you can buy without worrying about a landslide. 

Should anyone lean towards “‘stock” there, too, we’re pre- 
pared for now and Spring on a quantity and style basis, never 
attempted in our kind of shoes—all at brand new low-level 
prices. Most essential they sell and don’t need coaxing to 
be accepted. See for yourself why our 9,000 friends rate 
them so highly. 

















NEW ENGLAND GROUP 
KILBOURN HALL, AUDITORIUM, MILWAUKEE 


soe Diamond id Shoe Cee 


DETROIT 
CLEVELAND 196 CHURCH ST., NEW YORK CITY PHILADELPHIA 
FACTORIES ~ BROCKTON, MASS. 
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THE SHOE ABOVE THE MARK 
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THANKFUL! 
CAN YOU TALK THIS WAY? 


Pomeroy, Ohio 


Nov. 27, 1920 
Diamond Shoe Co., 
New York, N. Y. 


Dear Sirs: 

This is to inform you that the demand for 
YORKER 8 Sons is steadily increasing in my 
locality and for this reason I want to call your 
attention to my order of Nov. 6th, and kindly 
ask you to give this order your prom; a ay 
tion and ship same at once as I am ly in 
need of the Yorker Shoe. 

Yours truly, 
ANDREW ZEIHER 


Advertisers’ Note: “Yorker” our new brand, 


New Albany, Indiana 
Nov, 22, 1920. 


‘treet, 
New York, N. Y. 
ee 
e are in receipt of shoes on invoice dated 
mh 14th, and we are mighty well 
Se This kind of merchandise 
will make new customers for us, and it is the 


kind we like to sell for we know they are 
Only here a few days and we hav y ~~ » 
a good part of the 

Yours very truly, 


CHARLES A. SCHAN 
Per Carl Schan. 


Boonton, N. J. 
Dec. 6, 1920 


New York, N. Y 


Gentlemen: 

Kindk the following by express at once. 
One ah en’s Mahos. Bals, No. 447, 
sizes 6 to 934, D width. 

Thanking you for your prompt attention. 

Yours truly, 
BOONTON SHOE CO. 


P. S. We cannot praise a shoes highly 
enough, they are some good sell 


New Haven, Conn. 


Dec. 6, 1920, 

Diamond Shoe Co., 
196 Church Street, 
New York City. 
Gentlemen: 

Kindly o 4 us by filling enclosed order 
immediately, 

pcaceeaietdlremnisi ene thithe exes 
we wish to thank you for your quick and ac- 
curate filling of past orders. 

Sincerely, 


HEALY & LEWIS 





NEW ENGLAND GROUP 


KILBOURN HALL, AUDITORIUM, 


MILWAUKEE 
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Shoe Manufacturers and Shoe W k 
Signed by Herbert H. Hicks, Pre 


Association, and Joseph C. Goyett ( 
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Uninterrupted Production 


The new Peace Pact assures steady production, 
with no cessation of work by reason of strikes, 
lockouts, or similar disturbances. This fact en- 
ables the buyer to figure when his shoes are 
to be completed and make his own selling plans 
accordingly — 









In other words, he is treading on solid ground, 
with guesswork entirely eliminated. 







The new Peace Pact assures that labor prices will 
be on a competitive basis with other shoe centers. 






Only 98 Days Before Easter 
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" kers United by the “Peace Pact” 
Tdent of the Shoe Manufacturers’ 
{4 General Agent of the Shoe Work- 
3 t open at once. 








Haverhill Prices Cannot Be 
) 3 Beaten 


This fact enables the buyer to place his orders 
with positive assurance that he is to get his 
shoes at the market price. 

With labor costs stabilized his shoes will have 
that style and finish thatZonly Haverhill skilled 
, workmen can produce. | 


HAVERHILL SHOE MANUFACTURERS’ ASS’N, ; bo 
Herbert H. Hicks, President. a 


SHOE WORKERS’ PROTECTIVE UNION, i 
Joseph C. Goyette, Gen’l Agent. | 





Only 42 Days Left oxorinc Easter Shoes | 
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How Long Does aShoe Retain 


Its Original Styler 











Most customers buy shoes partly on the confi- 
dence they have in their dealer and partly on the 
appearance of the shoes themselves. 


- Their later satisfaction with their purchase de- 
pends on how well the shoes keep that original 
appearance of substantial quality. 


As an experienced shoe man you know that of 
all the factors for holding good looks in a shoe, 
none 18 so important as the sole. 


‘For the sole is the real support of all the shoe. 


If; for example, a good pair of shoes is made 
with durable, firmly resilient, guaranteed Nedlin 
Soles, the original style of those shoes is going 
to be retained through a much longer life. 


More than 600 Numbers— Neolin-Soled—Will Be 
Shown This Season in the Lines of 222 Manufacturers 


THE GoopyEAR TirRE & RuBBER COMPANY 
Offices Throughout the World 


Soles 


* COMFORTABLE 
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“WHICH KIND?” 


WHEN the grocer 


asks that question 
because he has several kinds 
of the same goods on his 
shelves, the customer invari- 
ably names the brand whose 
merits are best known 
through advertising. 






ANY 
A 
































The grocer may not have > AOI 
° Every National Educator Ad 
advertised that product but ) 


he reaps the benefit of the FDUCATOR 


manufacturer’s campaigns. SHOE® 












So it is with the retailer who carries Educator Shoes. He reaps 
the benefit of our widespread advertising. The familiarity of the 
name attracts customers; the superiority of the shoe holds them; 
the combination spells success for the retailer. 










Rice & Hutchins Distributing Houses 









Duane & Hudson -_ New York Ci 210 St. Clair Ave., N. W., Cleveland, O. 
233 W. Monroe Street. Chicago, I 90 South r Street, Atlanta, Ga. 
1025 Washington Ave., St. Louis, Mo. Joseph I. Meany & Com he 
Cor. Race & Third Sts., Cincinnati, o. 16 No: North Fifth St., Philadelphi 





The Atlas Shoe Tom Pam yr 
614 Atlantic Avenue, Boston, M 
101 Hopkins Place, P= co ag Md. 










RICE & HUTCHINS, Inc. 
10 High Street, Boston, U. S. A. 



















